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Best in the Worid! 


Recent window display at Stcinmeyer’s big Milwaukee Store 


11 AWARDS with “BIG JO” 


It is an honor to win just one blue ribbon at the Wisconsin State Fair 
but Big Jo took 11 first awards — for white yeast bread, for rolls, for 
cookies and for cakes — all baked by Mrs. B. E. Cochrane, a Milwaukee 
housewife. Mrs. Cochrane has used Big Jo flour for years. She says it is 
the best and the most economical — because it produces more loaves of 
bread per sack and because the quality permits its use for all purposes, 
with no chance of failure. 


Big Jo F, lour is sold in Milwaukee by the Wm. 


Steinmeyer Co., exclusive distributors for over 50 a 


years. More proof that it’s “Best in the World”. 


WABASHA ROLLER MILL Co. | 
~. WABASHA, MINNESOTA * » USA. Fane 


; ig q 


WILLKOMMEN? 


@ In real Milwaukee fashion we welcome 
you to the Grain & Feed Dealers National 
Association convention, October 12 and 13. 


Brewers Grains 
Malt Sprouts 


Millfeeds 
Linseed Meal 


Soybean Meal 
Feed Barley 
Screenings 
of all kinds. 


Send for our regular daily and weekly quotations. 


FEED-GRAIN 
SCREENINGS 


GR 
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Grain 
Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 


MILWAUKEE 


Duluth Toledo 
Green Bay Buffalo Kansas City 
Omaha Albany St. Louis 
Chicago New York Seattle 
Cedar Rapids Boston Spokane 
Portland San Francisco Memphis 


Ogdensburg 


ALL NEW..... 


AN UP-TO-THE-MINUTE 
MERCHANDISING PLAN TO 
FIT YOUR BUSINESS ..... 


* High Quality Feeds 
@ Forceful Displays 
@ Seasonal Monthly Dealer Helps 
@ Competent Resale Assistance 


@ Conservative Prices 


ALL NEW 


Write for details 


ARCADY FARMS MILLING CO. 


223 W. Jackson Boulevard 
CHICAGO, ILL. 


Make no mistake 


about 
this! 


THE GLIDDEN CO. 
SOYA PRODUCTS DIVISION 
CHICAGO, ILLINOIS 
INGREDIENTS 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS 
Min. 41.0% 


Contains the rich 
vitamin content 
that is present in 
fully matured soy- 
beans. 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 


5165-7 W. MOFFAT STREET 
CHICAGO 


STEADY DEMAND 
Means Steady Turnover 


20% PROTEIN 
(Guaranteed) HEAVY SWEETENED 


BUFFALO is not long in 
your warehouse. In today 
and out tomorrow, or at 
most in a short while — as 
part of your branded ration 
— or in its original bags to 
feeders who mix their own 
Heavy Sweetened Buffalo 
is well liked by feeders be- 

cause it delivers the results 
they want This popular in- 
gredient is available in 
straight cars or in mixed 

Palatable and 

orn Gluten Feed and Dia- 
Highty mond Corn Gluten Meel. 


CORN PRODUCTS SALES CO. 
NEW YORK CHICAGO 


HEAVY BUFFALO 
Corn Gluten Feed (Sweetened) 


Contains DEXTROSE — the Food-Energy Sugar 


100 POUNDS 
HEAVY 


SWEETENED 
PRODUCTS REFINING C2 
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HUBBARD’S SUNSHINE 
CONCENTRATE 


The original all-purpose supplement, 
complete in one bag. It has every 
known vitamin, protein, and mineral 
properly balanced to blend perfectly 
with the grains grown right in your 
neighborhood. 


The 


HUBBARD SUNSHINE 
Way 


and 


More Feed Profits 
for YOU! 


Right now poultry keepers in your community 
are placing their pullets in the laying houses and 
preparing for a profitable Fall and Winter Egg 
production. 


This is an opportune time to go after more Egg 
Mash business. 


SELL THE FEED THAT 
PRODUCES PROFIT! 


Hundreds of aggressive dealers in the middle West 
and East have built up a profitable business on 
feeds and mashes made with HUBBARD’S SUN- 
SHINE CONCENTRATE. 


Investigate . . . write today for complete 
formulas. Go after that extra business NOW! 


HUBBARD MILLING CO. 


Department 10 
MANKATO o MINNESOTA 
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DAVID K. STEENBERGH, Managing Editor 


Volume Twelve 


OCTOBER, 1936 


Number Ten 


“New Deal” Leading to Bankruptcy 
Pickell Tells Mutual Millers 


@ Jamestown Convention Attracts Record Crowd 


policies was heard; a resolution sym- 

pathizing with the dairymen of New 
York and other states was passed and a 
proposal for re-affiliating with the East- 
ern Federation of Feed Merchants was 
entertained by the Mutual Millers and 
Feed Dealers association at its 21st an- 
nual convention held at Jamestown, 
N. Y., September 10 and 11. The regis- 
tration of 157 exceeded that of any pre- 
vious convention. 


At the final session all officers includ- 
ing Lionel True, Springville, N. Y. 
president; Charles Zortman, Edinboro, 
Pa., vice president, and Lewis Abbott, 
Hamburg, N. Y.,  secretary-treasurer, 
were reelected. Directors chosen were 
Haines Merritt, East Aurora, N. Y.; 
Roy Rignel, Lockport, N. Y.; Emmons 
Dunbar, Little Valley, N. Y.; Frank 
Young, Alden, N. Y.; David Mead, 
North East, Pa., and Frank Schrimper, 
Belle Valley, Pa. 


National bankruptcy, if present taxa- 
tion and wanton government spending 
continues, was predicted by J. Ralph 
Pickell, editor of the Round-Up, Forest 
Park, Ill., one of the principal speakers 
at the convention. 


“The paramount issue in this country,” 
he declared, “is taxation. If it were pos- 
sible to concentrate visible and invisible 
taxes into a concrete demand upon your 
pocket daily, you would find now that 
out of every dollar which comes your 
way, you must pay more than 30 cents 
in taxes. 

“Up to now we have stood up and paid. 
But what of the future? You pay and 
pay and pay as the politicians waste. 
Every single hour of the day the govern- 
ment is spending over $1,000,000 of your 
tax money; every single minute of the 
24-hour day your government is spend- 
ing $18,000 of your tax money; every 
single second of the day your government 
is spending $300 of your tax money. The 
government is spending $1.95 of every 
dollar of tax money it takes in. What is 
the answer? Bankruptcy, unless the 


policies w criticism of New Deal 
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spending is stopped before it is too late.” 

William Jellema, Rice Laboratories, 
Inc., Dassel, Minn., pointed out the ad- 
vantages of feeding yeast to poultry and 
livestock, and Samuel N. Golden, Silmo 
Chemical Co., Inc., Vineland, N. J., spoke 


LIONEL TRUE 


on the subject of “Revealing an Ameri- 
can Processor’s Viewpoint with Vitamin 
Bearing Oils in Animal and Poultry Nu- 
trition”. Mr. Golden illustrated his talk 
with various charts showing effective 
means of using cod liver oil in the ration. 


On the afternoon of the opening con- 
vention day the delegates were trans- 
ported to the boat landing where they 
boarded the steamer “City of James- 
town” for a cruise on scenic Lake Chau- 
tauqua. Prizes were awarded for games 
played on board to Robert Gill, Cuba, 
N. Y., and Mrs. W. H. Parker, Water- 
ford, Pa. A large crowd attended the 
banquet which was held in the evening 
and at which Mr. Pickell was the prin- 
cipal speaker. 


The proposal for re-affiliating with the 
Eastern Federation of Feed Merchants 
was tabled until the January meeting to 
be held in Buffalo. Jamestown was again 
selected for the annual convention next 
year. 

Much of.the credit for the large at- 
tendance this year was attributed to the 
efforts of the Jamestown hosts, including 
Ames-Burns Co., Wilber Feed Co. and 
the Grandin Milling Co. 


e HELMER W. SMITH has been ap- 
pointed superintendent of the feed plant 
of the Buckeye Cereal Co., Massillon, 
Ohio. He was formerly connected with 
Hales & Hunter Co., Chicago; Larrowe 
Milling Co., Detroit, and Kasco Mills, 
Inc., Waverly, N. Y. Mr. Smith had been 
residing in Chicago previous to making 
his new connection. 


++ 


e FARM SERVICE STORES, INC., 
Minneapolis, Minn., is rebuilding its 
feed mill, elevator and warehouse at 
Hutchinson, Minn., which was recently 
destroyed by fire. 


e M. HENDRICKSON, Holmen, Wis.. 
is planning to erect a modern, fire proof 
feed mill and has already purchased the 
site on which it will be located. 


@ WELLS SMITH has resigned as man- 
ager of the Wadena, Minn., branch of the 
Unity Mills Distributing Co., Minne- 
apolis Minn., and is engaged in business 
for himself at Detroit Lakes, Minn. 


++ 


e HARRY B. JONES, J. C. Morton, 
Frank Busby and Ray Strubinger, Ridge 
Farm, Ill., have incorporated as the 
Farmers Grain & Feed Co. and will 
handle feed, grain and farm supplies. 


e RALPH R. SIDERS, for many years 
manager of the J. F. Sprague Grain & 
Coal Co., Bement, IIl., has purchased the 
firm and is now operating it as the Siders 
Grain & Coal Co. 
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Cattle Buyer 


Farmers are constantly in contact with 
the local cattle buyer and, therefore, a 
Minnesota feed dealer made it his busi- 
ness to develop a firm friendship with 
the man who managed the livestock ship- 
ping organization. He persuaded him to 
allow the utilization of one end of the 
platform for a display of feeds and a 
large advertising sign and agreed to give 
the shipper a commission on all business 
directed to the feed store. The local cat- 
tle buyer also furnished a splendid source 
for knowing when delinquent accounts 
sold livestock, enabling the dealer to 
scurry to the farmer’s home and get his 
money before it was spent elsewhere. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Bird in Hand 


Experience taught a dealer in Michigan 
a bitter lesson and he has never let the 
incident occur again. A new customer 
dropped into the store and the dealer was 
so engrossed in trying to sell him on his 
line of feeds that he neglected a big vol- 
ume buyer who happened to arrive just 


DR. SALSBURY’S 
Worm Caps 


CHARLES CITY 


Eastern Branch, Harrisbur 


Quick, yes! And easy, too. Because Dr. Sals- 
bury’s Worm Caps practically sell themselves! 
And why not! After all, they do a REAL 
job of worming poultry—safely, inexpen- 
sively. And they’re nationally advertised, 
month after month, in leading poultry maga- 
zines and state farm papers. That builds con- 
fidence, brings ready acceptance, increases 
demand! And that, Mr. Dealer, makes your 
sales job easy! 


Then there’s Dr. Salsbury’s Worm Control 
Merchandising Program—designed especially 
to help you speed up your sales and boost 
your profits. Includes sales letters, posters, 
window streamers, display suggestions, local 
newspaper ads and other valuable material. 


So, for quick sales and greater profits, 
stock and recommend Dr. Salsbury’s Worm 
Caps. You'll find that it pays in a number of 


ways. Write at once for complete information. 


DR. SALSBURY’S LABORATORIES 


 TOWA 


a Pomona, Cal. 


after the stranger appeared. After talking 
to the new customer for 15 minutes and 
failing to land the order he looked for his 
old friend and found him gone. He learned 
later that the old customer had gone to a 
competitor and placed his order. “Never 
again,” reports the dealer, “will I sacrifice 
a bird in hand for one in the bush.” 


Keeps the Change 


A painless method of getting a delin- 
quent customer’s account cleaned up has 
been devised by a New York state feed 
dealer who has gone on a cash basis. He 
asks the customers permission to keep 
odd change and apply it on the bill and 
it is surprising how fast he has been able 
to cut some of them down. Suppose Mr. 
Smith orders a bag of mash costing $1.65 
and hands the dealer a $5.00 bill. He is 
given an even amount of $3.00 in change 
and the 35 cents is applied to the account. 
The customers seem to like the idea and 
will occasionally slip in an extra dollar 
to get the bill paid faster. 


Turkey Paid 


Last year a Minnesota dealer made his 
store the center of attraction for a whole 
month by announcing that the person 
who could guess nearest the amount of 
mash a turkey would eat between Octo- 
ber 20 and November 20 would receive 
the bird for his Thanksgiving dinner. The 
gobbler was placed in a wire enclosure in 
the window and the hopper was kept 
filled with all he cared to eat. Farmers 
as well as city folks were entitled to one 
guess by using special forms provided by 
the store and on which they were also 
required to write their name and address. 
The dealer had a lot of fun watching 
the guesses pour in and also noted a de- 
cided increase in his business during the 
time of the contest. As luck would have 
it, the gobbler was won by a farmer who 
now does all his buying at the feed store. 


Pencil Tablets 


When the schools in his community 
started this year, a Wisconsin dealer con- 
ceived the idea of doing something to 
make the kiddies induce their parents to 
come to the store. He arranged with a 
firm to supply him with 1,000 pencil paper 
tablets with an advertisement featuring 
his brand of feeds on the cover and passed 
them out to all who made purchases at 
the store. The first supply went like hot 
cakes and the dealer was compelled to 
order more, but he was happy to do so 
for the stunt brought him a lot of addi- 
tional business that made the expense of 
the tablets look like small change. 
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National Dealers Expecting Record 
Turnout for 40th Convention 


@ Milwaukee Arranges Elaborate Entertainment 


NTICIPATING the largest attend- 
A ance in its history, the Grain & Feed 

Dealers National association has 
completed plans for its 40th annual 
convention which will be held at the 
Schroeder hotel, Milwaukee, October 12 
and 13. 

The two-day program which will be pre- 
sented to the dealers in a novel way is 
crammed with business and entertainment 
features. There are to be but three “gen- 
eral sessions” during the convention. Each 
of them will be about one and one-half 
hours in length and will deal with general 
problems of interest to all those attending. 

Topics of importance to special groups 
are to be presented at a series of break- 
fast meetings and a number of luncheons 
each noon. Country shippers, soybean 
handlers, feed dealers, exchange repre- 
sentatives, elevator associations, grain 
and feed journal editors, barley buyers. 
etc., will have an opportunity to sit with 
those engaged in their respective fields. 
to hear speakers and to hold open discus- 
sions on their particular problems. 

Milwaukee Grain & Stock Exchange 
members have cooperated in planning the 
entertainment for the visitors and promise 
to make the occasion one that will be long 
remembered by all who attend. 

Birthday Celebration 

The convention will in reality be a 
“birthday celebration” as it will mark the 
association’s 40th year of service to the 
trade. Officers and directors of the or- 
ganization are being guided by the popular 
saying that “life begins at 40” and are 
working assiduously to launch the associa- 
tion on a new era of success. 

The convention proper will be preceded 
by a barley grading school which is to be 
held on the trading floor of the Milwaukee 
Grain & Stock Exchange building, 741 N. 
Milwaukee street, beginning Sunday 
morning, October 11. William Ingles, 
grain supervisor at Milwaukee, will be in 
charge and is to be assisted by H. R. 
Sumner, secretary of the Northwest Crop 
Improvement association, Minneapolis, 
and W. P. Carroll, United States depart- 
ment of agriculture, Chicago. In the af- 
ternoon James G. Dickson, Washington, 
D. C., will discuss grain grading problems. 

On Sunday the Weighmasters associa- 
tion will meet at a luncheon with the 
Chief Grain Inspectors association which 
will also hold its regular meeting during 
the afternoon. 

Those who wish to register for the con- 
vention may do so at the hotel Sunday, 
as arrangements have been made for this 
purpose. On Sunday evening the board of 
directors of the association will hold its 
regular annual meeting with past presi- 
dents of the organization as guests. 

A series of breakfast sessions has been 
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scheduled for Monday morning. Elevator 
association officials will get together to 
discuss their problems and will have as 
speakers Capt. L. C. Webster, secretary, 
Northwest Country Elevator association, 
Minneapolis, Minn.; Fred K. Sale, secre- 
tary, Indiana Grain Dealers association, 
Indianapolis, Ind. and George E. Booth, 
Chicago, former chairman of the National 
Code Authority for country grain ele- 
vators. 


Harry M. Stratton, left, is chairman of the 
committee of the Milwaukee Grain & Stock Ex- 
change which has planned the entertainment for 
the national dealers. At the right is J. V. Lauer, 
president of the exchange, who will give the wel- 
come address. 


There will also be a membership break- 
fast in the coffee shop of the hotel for all 
persons belonging to the association. 
Greeters will be present to welcome in- 
coming members. 

The general convention session will 
open at 10 a.m. 

Rev. Clarence Whitford of Marquette 
university, Milwaukee, will give the in- 
vocation, an address of welcome is to be 
delivered by Daniel Hoan, mayor of Mil- 
waukee, and on behalf of the Milwaukee 
Grain & Stock Exchange, John V. Lauer, 
president, will extend greetings to the 
convention. 

Four feature talks will follow. S. W. 
Wilder, Cedar Rapids, Ia., president of 
the association will give his annual ad- 
dress; the functions of the National Grain 
Trade Council will be explained by W. B. 
Lathrop, chairman of the council, Kansas 
City, Mo.; J. M. Mohl, assistant chief 
of the Commodity Exchange Administra- 
tion, Washington, D. C., will outline the 
workings of this department and a sub- 
ject of interest to the trade is to be dis- 
cussed by Ben C. Clement, Leon Junction, 
Tex. - 

“Old Timers” Session 

“Old timers” of the association will 
get together at a noon luncheon to rem- 
inisce on the early history of the organ- 
ization. A. S. MacDonald, Boston, Mass., 
will preside and there will be brief talks 
by P. E. Goodrich, Winchester, Ind.; Mr. 
Clement, Leon Junction, Tex.; E. O. 
Eikenberry, Camden, Ohio; Charles 
Clark, Chicago; Charles D. Jones, Nash- 


ville, Tenn.; Henry Goosman, Mansfield, 
Ohio; A. C. Tower, Des Moines, Ia. and 
others. Entertainment will also be pro- 
vided on the program which will be in 
the nature of a birthday party, celebrating 
40 years of association history. 

Those interested in soybeans will also 
have an opportunity to discuss their prob- 
lems at a special luncheon which will be 
arranged. 

Effects of the drought on the grain 
and feed business will be fully discussed 
at the second general convention session 
which will open at 2 p.m. E. O. Pollock, 
in charge of the Federal Livestock Relief 
Agency, Kansas City, Mo., is scheduled 
to talk on the problem of livestock han- 
dling in arid sections; H. R. Sumner, sec- 
retary of the Northwest Crop Improve- 
ment association, will discuss seed prob- 
lems of the drought areas and the story 
of the drought will be told by T. R. 
Shaw, editor, Cargill Crop Bulletin, Min- 
neapolis, Minn. The session will be con- 
cluded with a talk on safeguarding in- 
spection certifica‘es by Fred E. Pond, 
secretary, Buffalo Corn Exchange, Buffalo, 
N. Y., and a report of the grade rules 
committee of the association by Lew Hill, 
Indianapolis, Ind. 

Session for Editors 

Convention committees will meet at 
breakfast on the following morning, while 
at another session editors of grain and 
feed journals will discuss their problems. 
They will be addressed by Edgar Mark- 
ham, secretary, National Grain Trade 
Council, Washington, D. C., who will talk 
on the Patman price discrimination bill. 

The third and last general convention 
session will be devoted to a discussion of 
the problem of meeting trucking competi- 
tion. Speakers who will tackle this subject 
from various angles are Chester L. 
Weekes, St. Joseph, Mo., secretary, Board 
of Trade, Kansas City, Mo. Election of 
officers and reading of resolutions adopted 
will conclude the session. 

At noon special arrangements have been 
made for a luncheon meeting of feed men 
with E. C. Dreyer, St. Louis, Mo., presi- 
dent of the National Federation of Feed 
Associations, presiding. David K. Steen- 
bergh, Milwaukee, secretary of the Cen- 
tral Retail Feed association and manag- 
ing editor of The Feed Bag, will discuss 
the feed man’s problems, and an address 
on organization will be given by E. J. 
Malloy, secretary, Wisconsin Wholesale 
Food Distributors association. 

Both ladies and men will be lavishly 
entertained during the convention. The 
Milwaukee Grain & Stock Exchange has 
planned a special “Bavarian Night” for 
Monday evening, October 12, and has 
converted the lower floor of the Exchange 

(Continued on Page Thirty-one) 
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MEANS YOU 
) GET THESE 


ADVANTAGES 


Why should the poultryman do any guessing these 
days? There’s no need of taking chances. Gold Medal 
Egg Mash offers you certainty. It’s a proved, **farm- 
tested” ration. It's backed by years of actual feeding 
tests. Every single statement that we publish about 
this feed is based on actual facts gleaned from long 
ri with th ds of hens. 


Gold Medal Egg Mash is superior not only as to its 
formula but also in the way it is made. It is clean and 
wholesome. It is uniform. Our careful Products Con- 
trol Department watches every ingredient. Nothing but 
the very best of materials ever enter a Gold Medal sack. 


Order a supply today from your Gold Medal dealer 
and SEE FOR YOURSELF what your hens can do when 
they get a real egg mash to work with. 


WASHBURN CROSBY COMPANY, INC, 
of 
General Mills, Inc. 
Minneapolis Kansas City 
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“Farm-tested’’ why not now? 


Gold Medal Dealers are 
Headed for a BIG YEAR 


There’s a big year ahead for the man who sells Gold Medal 
Feeds. Timely ads like the one shown above will bring your feed- 
ers the Gold Medal story at just the right time to make the 
greatest impression. And this advertising is only one feature in 
a complete year round program of sales and advertising helps 
planned to build good will, boost sales and increase tonnage. 


The Gold Medal franchise offers many important advantages. 
It may be available in your territory. Write today for full details. 


Washburn Crosby Company, Inc. 
of 


General Mills, Inc. 
Minneapolis Kansas City 
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Editonial Commont 


THE FEED TRADE MUST The Grain & Feed Dealers National 
BE SERVED association is now holding its 40th 

annual convention in Milwaukee. 
Since its meeting a year ago, this organization has engaged a new 


secretary and is reputedly serving its members with increased ability 
and enthusiasm. 


As far as the majority of the trade is concerned, however, the 
improvement is not apparent. We know of no important news which 
has come from association headquarters, of no important activity 
which the association is now sponsoring, of no significant change — 
from the old way to a new. 


This is not criticism of our able friend, Secretary Ray Bowden. 
He has not been on the job long enough to do more than survey the 
situation and to make what we believe to be excellent arrangements 
for the present convention. The trouble, as we see it, is that the 
association has no definite plan for serving all of the varied interests 


which comprise its membership — wholesalers and retailers, grain 
dealers and feed dealers. 


Grain dealers — from the terminal markets and from the country — 
started the organization and most of the officers and directors are 
grain men. The association should, and perhaps it does, effectively 
serve the grain trade. It does not, however, even begin to render 
any worthwhile service to the feed trade. 


The feed industry needs a strong national association. It undoubt- 
edly will have to form one some day if the Grain & Feed Dealers 
National association continues to “fall down on the job”. 


But further failure is unnecessary. The present organization has 
the leadership, the facilities and the personnel to handle the work. 
All that is needed is a plan (a schedule of things to be done) and the 
determination to follow through. 


We hope that this convention will start the ball rolling. If it does, 
The Feed Bag pledges its whole-hearted cooperation. We offer the 
Grain & Feed Dealers National association our support and our in- 
fluence toward helping it gain the support of the feed men and 
organizations with whom we have contact. 


Davip K. STEENBERGH 
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These printed and spoken words will 
reach about all poultrymen with 
almost a daily frequency, selling them 


PILOT BRAND Oyster 


Eight big 50,000 watts Stations and 18 others supplementing them with 
Pilot Brand Suggestions for poultrymen. 


Here they @Fer KoOA— Denver, Colo. KFVS— Cape Girardeau, Mo. 
WHO — Des Moines, Iowa WLS— Chicago, Ill. wccoO—Minneapolis, Minn. 
WMT— Cedar Rapids and WKBH-—La Crosse, Wis. WHKC- Columbus, Ohio 
Waterloo, lowa WTMJ— Milwaukee, Wis. WFBM-Indianapolis, Ind. 
KSCJ — Sioux City, lowa WCLO— Janesville, Wis. WGBF—Evansville, Ind. 
KMA— Shenandoah, Iowa WIBW—Topeka, Kansas WJR— Detroit, Mich. 
KMMJ—Clay Center, Neb. KFEQ— St. Joseph, Mo. WGY — Schenectady, N. Y. 
KFAB— Lincoln, Neb. KWTO—Springfield, Mo. WBZ— Boston, Mass. 
WJAG— Norfolk, Neb. KJRU — Columbia, Mo. WBZA— Springfield, Mass. 


With Country Gentlemen, Successful Farming, Farm Journal and others 
Dealer Profit Suggestions 


PILOT BRAND’S advertising in na- 
tional, state, farm and poultry jour- 
nals for over 16 years has always 
had a strong educational pull. We 
advocated better stock, better feed 
and a careful, business-like method 
of management. 


stations with “PILOT BRAND Sug- 
gestions to Poultrymen.” 


This means that this combination of 
Publications and Radio advertising 
, has made good—it did, and in a big 
<= YA way, clear across the country. 


OYSTER SHELL 
FLAKE 


It produced for PILOT BRAND dealers 
We consistently pointed out the ne- the biggest sales volume they have 
cessity for the use of Oyster Shell—its low ever had and at a profit. 


cost, the best way to use it, and the economy _ ld do for our 
of getting the best grade of Oyster Shell. a ee 


All of this, together with the fact that PILOT We give them the best Oyster Shell always. 


BRAND has always been the best grade of The only advertised brand with over 16 years 
Oyster Shell, has made it, by far, the largest of advertising behind it. 

selling brand of Oyster Shell in the world. The only brand with a national demand. 

In addition to publications, we used a long This and the now very low carload f.o.b. 
list of Radio Stations from January to Au- Morgan City, La., price of $5.00 PER TON 
gust this vear. We start again this fall with is making an all-time-high sales record for 
a larger list and more of the powerful PILOT BRAND dealers everywhere. 


This price is good for 30 days only. We strongly suggest your ordering promptly. 


OYSTER SHELL PRODUCTS CORPORATION 


NEW ROCHELLE, N. Y. ST. LOUIS, MISSOURI LONDON, ENGLAND 
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Retail Feed Dealer 
Discusses Problems 


Of the Trade 


HE FEED merchant, like any other 

business man, has his problems but 

before discussing them let it be said 
that the feed dealer of today is one of 
the most important business men of his 
community. Some years ago the feed 
business was considered a side line. Now 
it is a front-liner and takes first rank 
in the business development of the na- 
tion. Not so long ago, yes, in the memory 
of many of those present today, the feed 
man conducted his business in an out- 
of-the-way place. Not much care was 
taken to make the place attractive, and 
he seldom, if ever, had a lady customer. 
Now the feed merchant has a good loca- 
tion, suitable buildings and attractive 
surroundings and a large percentage of 
the retail sales are made to lady custom- 
ers who know something of the value of 
proper feeds and feeding. 

Leader Among Industries 

In this transition of the feed business 
there has developed today a well organ- 
ized, highly competitive business which 
is giving to the buying public the great- 
est value at the lowest possible cost and 
has attracted to its field the business 
leaders of this generation. 

Considering the volume of business in 
dollars and cents, I doubt if there is any 
business today which provides the con- 
sumer with better merchandise and bet- 
ter service at a lower net cost of han- 
dling than the feed dealer. He enjoys the 
respect of all in his community and is 
recognized as a straightforward, hard- 
working individual who considers first his 
service to others. 

In this process of rapid development, 
problems now present themselves which 
are of the utmost concern to those of 
us who take some pride in the success 
already attained and who wish and are 
determined that continued progress shall 
prevail. Many of you present today may 
be responsible for the founding of your 
business—you have seen it grow from a 
small beginning to one of considerable 
size, employing much capital and labor. 
You have served your community well 
and have prospered by reason of that 
service. Now it is necessary that you pro- 
tect your own interests, not by taking or 
asking any unfair advantage, but by be- 
ing sure no one takes advantage of you. 

I propose to enumerate some of our 
problems as I see them, and discuss each 
briefly with no attempt to place them in 
the order of their imporcance. 

Problem No. 1—Competition from 
firms and individuals who are not com- 
petent to merchandise feed. This prob- 
lem presents a great opportunity for ser- 
vice by the well posted independent feed 
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dealer. You know your merchandise. You 
know what it will do. You are able to 
answer questions intelligently and square- 
ly and offer suggestions to the customer 
which can in no sense be matched by 
others not well informed. The appeal to 
your customers from such competition 
is usually a price appeal and it is from 
this standpoint that all their arguments 
originate. 

It is not unfair, I believe, to say that 
sometimes, yes often, the merchandise 
they offer is priced below replacement 
costs. But as they have other merchan- 
dise to offer from their major line, their 
hope is to capture sufficient profit on the 
entire sale to offset any losses incurred 
by the sale of the feed. Our personal ac- 
quaintance with the actual and poten- 
tial customers of our communtiy gives 
to us an added advantage and we should 
not hesitate to capitalize this important 
personal factor in merchandising. In all 
business transactions let us remember 
there is no factor quite as important as 
confidence. It is the hub around which 
all business transactions whirl. Let us 
strive to maintain that confidence and 
integrity among those who visit our store 
and thus overcome any price appeal from 
those who have little, if any, knowledge 
about the merchandise they offer for sale. 

Legislation a Poor Remedy 

Some have advanced the idea that this 
problem may be met best by legislative 
action. I am not convinced that the 
solution lies in that direction. Vexing 
business problems have seldom, if ever, 
been solved by appealing to legislative 
bodies. On the other hand, they usually 
add more complications and fail in their 
original purpose. There has already been 
entirely too much appeal from our people 
for help through the channels of gov- 
ernment. 

Let it be remembered that business 
men can and will find a way out and what 
we need now is not more attempted leg- 
islative relief but less. A strong dealers’ 
organization over the state, functioning 
properly, can place pressure at certain 
vulnerable spots and meet this competi- 
tion without asking help from any leg- 
islative body. 

Problem No. 2—The pedlar with no 
standing or responsibility. This problem, 
in recent years especially, has been a 
perplexing one and continues to be one 
of the most difficult problems of the feed 
dealer. Many so called agents are active 
in every community, canvassing from 
house to house, usually representing their 
product to be far better than any that 
may be purchased from the local dealer 
and often convincing the prospect that 


L. R. MC KEE 


Mr. McKee, McKee Feed & Grain, Muscatine, 
la., delivered the address herewith at the recent 
convention of the Independent Feed Dealers of 
Iowa. He is vice president of the organization. 


their arguments are sound and logical. 
Often times prices charged are far more 
than the actual value of the feed and 
in most cases the results obtained fall far 
short of the promises made. This creates 
in the mind of the purchaser sales resist- 
ance when another feed of merit is of- 
fered by a responsible and trained feed 
salesman. 
Must Maintain Confidence 

Here again the local dealer must break 
down that prejudice by sound and rea- 
sonable arguments, regaining the con- 
fidence of the customer and suggesting to 
him that his local dealer is, after all, the 
best and safest place to transact his 
business. I have had farmers tell me aft- 
er they admitted their mistake that they 
purchased only for the reason that they 
wanted to rid themselves of the pedlar. 
That sort of selling has no place in our 
scheme of merchandising. The local deal- 
er faces his customer from time to time 
and he cannot afford to make unusual 
and unreasonable claims of promises as 
to the merits of the feed he has to sell. 
He expects to sell that customer many 
times through the year. On the other 
hand, the pedlar sells as quickly as pos- 
sible, collects his money and may never 
have the courage to call on that partic- 
ular customer again. 

Direct country selling by the local 
dealer, in my opinion, is the best weapon 
to combat the pedlar. A strong dealers’ 
organization can also do much to elimi- 
nate the pedlar by some plan of educa- 
tion among those who are too often his 
victims. 

Problem No. 3 — The trucker. The 
trucker problem is of more recent date. 
Better trucks, hard roads and short crops 
in some sections have brought about a 
new method of transportation and with 
it changed conditions in distribution. We 
cannot complain if we have competition 
provided it is the right type but a great 
deal of truck competition is positively 

(Continued on Page Thirty-six ) 
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ILWAUKEE 


ALTSTERS 


@ @ © comprise a gigantic industry, 
requiring more than 60,000,000 bu- 
shels of malting barley annually for their 
combined output and making Milwau- 
kee the largest malting barley market in 
the world. 


Country shippers: Encourage your 
farmers to raise the proper malting grades 
which command a premium on the 
market. You as well as your customers 
will profit. 


Members of the Grain & Feed Dealers 
National Association, welcome to Mil- 
waukee. May your 40th annual con- 
vention be a success in every respect 


and your visit most enjoyable. 
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Monette Gets Extra Sales Keeping 
Feed Store Open Evenings 


@ Makes Success of Business That Failed 


SPIRIT of friendliness and a thor- 

ough knowledge of the financial 

problems of the farmer manifested 
in fair prices, courteous treatment and 
cooperation by buying everything he can 
from the same farmers who buy from 
him, loom large in the merchandising 
policies which have brought success to 
Ezra J. Monette, feed dealer, Brunswick, 
Mich. Added to these primary reasons for 
his success is the fact that his place of 
business remains open in the evening. 
This practice often brings in 15 to 20 
farmers after ordinary closing hours. 

Takes Over Business 

It would have to be a large state map 
of Michigan that would even show Bruns- 
wick. It is strategically located, how- 
ever, being on the county line between 
Hewaygo and Muskegon counties and 
only two miles from the corner of 
Oceana county, thus deriving trade from 
three counties. It is also the railroad 
point for Hesperia, an inland town of 
about 600 population nine miles north, 
from which place the mail is carried to 
be put on the train at Brunswick. 

Back in 1920 a group of farmers of 
the three counties named formed the Tri- 
County Farm Bureau and established 
both a buying and selling center at Bruns- 
wick for its membership. Mr. Monette 
worked for this cooperative concern dur- 
ing its life time and in 1933 when it failed 
he took over the business. He owns a 
plot of ten acres on which stands his 
beautiful residence, the office and the 
warehouse. The remainder of the land is 
farmed. 

The warehouse is a well-constructed 
frame building 40x180 feet with railroad 
side track on one side and loading plat- 
form on the other for trucks and wagons. 
Ample parking space is afforded in the 
surrounding yard. The office and sales- 
room devoted to seeds and roofing is 
24x60 feet and faces a trunk line road, 
the warehouse being a little back and to 
the left of the office. 

Plant Well Equipped 

In addition to handling a complete line 
of commercial feeds, Mr. Monette stocks 
specialties in other lines. The warehouse 
is provided with all equipment necessary 
for grinding, mixing and cleaning feeds of 
all kinds. The plant mixes feeds for the 
farmer according to any formula desired 
or sells him any one or more ingredients 
if he prefers to mix his own feeds. Mr. 
Monette also handles seeds, cement, roof- 
ing, fertilizers, spray materials and other 
farm specialties. 

“One of the reasons why I sell 30 to 
40 carloads of commercial feed each year, 
in addition to the sales of other items 
is because I can sell at reasonable prices,” 
says Mr. Monette. “With side-track fa- 
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cilities, I can unload feeds at a minimum 
of expense directly into the warehouse. 
I buy all commercial feeds in car lots and 
a great deal of meat scraps and other raw 


e FRANK SABO, owner of the Linton 
Mill & Grain Co., Linton, Ind., is playing 
the role of instructor for Lous Eduardo 
Auli whose father operates a mill in 
Bogoto, Colombia, South America, and 
who is anxious to have his son learn the 
business as it is conducted in this country. 
Mr. Sabo and the senior Mr. Auli, Col- 
ombian minister to Panama, became good 
friends when Mr. Sabo managed a large 
mill in Bogoto. 


e PERCY HORNBY, the Hornby Co., 
New Brighton, Pa., well-known feed and 
grain man, died recently of a cerebral 
hemorrhage. He was associated in busi- 
ness with his father for many years and 
in 1932 became sole owner. Mr. Hornby 
was 50 years old at the time of his death. 


Southern Mixers Meet 
October 22 and 23 


The Southern Mixed Feed Manufac- 
turers association will hold its annual 
meeting at the Farragut hotel, Knoxville, 
Tenn., October 22 and 23 and an excep- 
tional program has been arranged. 

Among those who will speak on va- 
rious subjects of interest to the trade 
are V. L. Fuqua, head of the state in- 
spection department of Tennessee; R. M. 
Field, executive vice president, American 
Feed Manufacturers association; Prof. E. 
C. Wiley, head of the dairy department, 
Dr. M. Jacobs, extension poultryman, 
B. J. McSpadden, professor of poultry 
husbandry, and Dr. M. Jacobs, all of the 
University of Tennessee, and C. F. 
Holland, executive vice president Knox- 
ville chamber of commerce. 

The association’s annual golf tourna- 
ment will be held over the beautiful roll- 
ing fairways of the Cherokee country 
club. The course will be open for play 
both afternoons of the convention with 
many prizes for which to shoot. Following 
the tournament a “dutch treat” dinner 
will be served at the club. 

Those who wish to remain over will 
have an opportunity to attend the foot- 
ball game between Duke and Tennessee 
Universities which will be held, Octo- 
ber 24. 

E. P. (Jerry) MacNicol, secretary of 
the association who is directing conven- 
tion arrangements, advises the manufac- 
turers to make early reservations direct 
with the hotel and to indicate whether 
or not they intend to remain over for the 
football game. 


materials in mixed cars. Some specialties 
are delivered by truck, and whole grains 
come to the warehouse from the farmers 
in my own territory, where they are 
cheaply unloaded. 

“T maintain no delivery service as all 
my customers come direct to the ware- 
house. I have no rent to pay as I own my 
own buildings. Taxes are light because of 
my location right in the country. I pass 
these savings along to my farmer cus- 
tomers and find that reasonable prices are 
the best advertising possible. 

Night Shopping Popular 

“T find also that keeping open in the 
evening is a distinct advantage. My ter- 
ritory is a diversified farming one, with 
small farms where most farmers do all 
their own work and none have more than 
one hired hand. These farmers have to 
put in all the time possible on their farms 
and in the evening, while the rest of the 
family is doing the chores, they come to 
the warehouse to buy their feeds and 
other necessities which I carry.” 

Born and raised in the immediate 
vicinity as a farmer, Mr. Monette is per- 
sonally asquainted with all the farmers for 
miles around. From close contact with 
everything pertaining to the farm he 
knows their problems thoroughly, both 
financial and operative. He is qualified to 
give advice on any and all feeding prob- 
lems as well as general farm problems. 

Mr. Monette buys a_ considerable 
quantity of wheat, oats, and corn from 
the farmers who form his customer cli- 
entele. 

“This helps a great deal,” he says, “as 
my customers appreciate very much this 
spirit of cooperation and will buy their 
needs where they can also sell their sur- 
plus products. I try to make the spirit 
of friendliness and cooperation pervade 
every sale.” 

Moves Many Side Lines 

In addition to his sales of feeds and 
other items, Mr. Monette sold, up to 
September 1 this year, three carloads of 
roofing and three of cement. Suggestive 
selling is practiced extensively. Farmers 
who mix their own feeds often get tired 
of this practice and judicious suggestions 
at the right time often change them into 
buyers of commercial feeds. Customers 
coming to the warehouse for roofing. 
cement, seeds, etc., have their attention 
called to feeds. Mr. Monette keeps 
abreast of the market at all times and 
offers everything at fair prices consistent 
with market changes. 

“T believe,” says Mr. Monette, “that 
I have definitely proved the value of fair 
prices, courteous treatment and intimate 
friendliness in the conduct of my busi- 
ness. To these I ascribe what success I 
have attained.” 


e15¢e 


‘ 
| 
' 
4 


Merchandising 


ATIONAL advertising of the manufacturer is only the 
N first step in putting the product into the hands of the 
final user. Generally speaking, the national ads are 
signed by the manufacturer’s name and to be of value to you, 
they must be signed by your name. Clearly, though, you can’t 
include your name in the average national ad—the cost would 
be all out of proportion to the number of people you could 
serve practically. You can, however, in effect sign your name 
to this national advertising through the use of well planned 
local advertising which refers to that national advertising. One 
way to do this is through your local newspaper. 


When Does It Pay to Use Newspapers 


A newspaper, however, is not in all cases a paying proposi- 
tion for all types of merchants. A supply dealer must analyze 
his local conditions and decide to what exent it will pay him 
to use newspaper advertising. 

Watch waste circulation. Newspaper rates are fixed on the 
basis of total circulation. Whether those rates are high or low 
as far as you are concerned depends upon the percentage of 
that circulation that you can use. Suppose you are located in 
a fairly large city having a paper with 20,000 circulation, 18,- 
000 of which goes to city residents and only 2,000 to the farm. 
Advertising in such a paper would be a rather expensive 
“buy,” if the line you are advertising is bought exclusively by 
farmers. You probably wouldn’t want to advertise farm ma- 
chinery or feed in that paper but it might pay you to advertise 
garden seeds and lawn fertilizer. Doubtless a large percentage 
of the city residents have lawns and back yard gardens. In 
the same way, there may be a paper in a considerably smaller 
town that seems to have a good circulation through the town 
and country—the bulk in the city. However, there is a city 
ordinance against the keeping of cows within the city limits. 
There might be a question whether you would want to ad- 
vertise dairy supplies and dairy feed in that paper, although 
it might be a good medium through which to advertise chicken 
feed (if chickens are permitted by the town ordinance). 

Is there enough circulation? It is perfectly possible for the 
majority of the paper’s circulation to be in the country and 
yet because of the small total circulation that paper would be 
read by only a few of the farmers you want to reach. Check 
carefully on that point to find out whether your logical cus- 
tomers and prospects actually read their local paper or whether 
most of them subscribe to a paper from the bigger city some 
50 miles away. Try to find out too, whether your better cus- 
tomers—those responsible for the biggest proportion of your 
business—the better paying customers—read a particular 
paper. Other things being equal, the paper with the largest 
circulation will usually be the best investment. 

Is it well edited? Many people subscribe to the local paper 
as a matter of community pride. If the paper is well-edited, 
newsy, interesting in appearance, chances are the subscribers 
read it. If, on the other hand, it is made up largely of “boiler 
plate” (miscellaneous stories, items, etc., in plate form) and 
is lacking in local interest, the paper will be held in scant 
respect. 

Is there editorial bias? If you are selling feed, and your local 
editor is inclined to “knock” commercial feeds in his paper 
and advocate the use of home mixtures, or if the editor has 
a tendency to belittle products because they are not made in 
the home town, you might want to think twice before placing 
advertising in his paper. Possibly, the standing of the paper 
and the circulation would however, be sufficient to over- 
shadow the disadvantages of editorial prejudice. Then again 
through the advertising placed you might influence the editor 
to adopt a more reasonable editorial policy. 

Are the rates fair? Roughly speaking, newspaper rates will 
average about a cent a line per thousand circulation. In the 


Chapter 18. Selling Through the Newspapers 
By F. Harvey Morse 


Farm Supplies 


case of very small papers, the rate may be a trifle higher; 
while with a larger circulating publication, somewhat lower. 
A small town paper with a circulation between 1,500 and 3,000 
is likely to have a rate of about 25 or 30 cents an inch. 

Don’t make the mistake of comparing inch rates on two 
papers unless the circulations are the same. A paper of 3,000 
circulation with a 25 cent rate would figure 8-1/3 cents per 
thousand readers. On the other hand, a paper of 4,000 circula- 
tion with a 30 cent rate would figure only 7-1/2 cents per 
thousand readers. The latter paper, if the circulation reaches 
your customers and prospects, would be a better “buy” than 
the former. 

Very often newspapers give a better rate to retailers who 
make contracts for a definite number of insertions within a 
certain period of time or for definite quantities of space to 
be used within a year. It’s well to look into these rates when 
planning your year’s advertising program because through 
them you may be able to save some money. 

Whether or not you should use the local paper in your 
advertising should be based on facts; not on your prejudice 
for or against the paper. If the rate is fair and the paper is 
reaching the people you want to reach and is read by them, 
then for goodness sake don’t let any personal dislike of the 
editor’s policy, or any personal prejudice against the paper’s 
contents stand between you and its use as an advertising 
medium. A retailer can’t afford to pamper his personal ideas 
at the cost of not using advantageous sales help. 


What Size Advertisement? 


As Lincoln once said, a man’s legs should be long enough 
to reach from his body to the floor. So an advertisement 
should be big enough to get attention and tell its story clearly 
and completely. The exact size therefore will have to be a 
matter of the dealer’s judgment. He should study his paper 
to see how much other advertising is being done, and how 
much space is used. If he feels that it is necessary to dominate 
the other advertisers, he may have to use larger space or he 
may accomplish the same objective by planning his advertise- 
ment a little better. Choosing between a few very large ads 
and a continuous campaign of smaller ads, he will find the 
latter plan far more desirable as a part of his steady sales 
program. 

If the dealer is unable to dominate the paper by mere size— 
because of lack of funds—he may at additional cost, buy 
“position” and perhaps achieve the same effect with a smaller 
ad and at lower cost. Most papers will place your ad next to 
reading matter at a rate slightly higher than the “run-of-the- 
paper” rate. For another additional charge, you may buy “full 
position”’—top of the column, and next to reading matter. 
Farm supply dealers usually can have their advertisements 
placed upon the farm page at no additional cost, although 
occasionally you will find papers that charge extra for posi- 
tion on particular pages. Whether the extra charge for position 
is justified will again depend on how much that charge is and 
how a special position ad will compare in size with an ad 
bought with the same amount of money at “run-of-the-paper” 
rate. 

What to Say in a Newspaper Ad? 

A newspaper is bought primarily for one thing—news. The 
advertiser who profits the most completely from his news- 
paper advertising is the one who makes his ad newsy. In 
other words, Jet your ad be store news. Merely to run a “card” 
giving your name and address and stating that-you handle a 
general line of feed, seeds, fertilizer, and farm machinery— 
and just repeating that same card week after week—is almost 
100 per cent waste of money. 

Records of performance with your product are, of course, 

(Continued on Page Thirty-eight ) 
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Read these. 4 


important r reasons 


IN YOUR smatins, 


GROWING, 
MASHES! 


|| Contains an abundance of VITAMIN G 


for greater growth, higher hatchability 
, @ It’s not enough to know that a feed contains 
some units of Vitamin G complex. It is very 
important to know that the feed contains enough 
Vitamin G to insure rapid, sound growth, and 
high hatchability. 

Kraco is essential in feeds because it is high 
in Vitamin G potency. Tests at Cornell Uni- 
versity showed Milk Sugar Feed to be an unusually fine source 
of Vitamin G. 

What does this mean? Much higher hatchability, and bigger 
er More rapid, sound growth in chicks. Greater stamina for 

ying hens, to withstand heavy production. 

Use Kraco in your starting, growing, laying mashes! 


“We make more money 
for our boss — because 
he feeds us mashes with 
KRACO in!” 


“| wish | 
had some 


1? | HIGH LACTOSE content promotes 
intestinal health, keeps out parasites 


@ Losses from coccidiosis and other intes- 
tina) parasitic conditions can be greatly cut 
down by proper use of Kraco in the mashes. 
77, The 70% Lactose content of Kraco builds 
up an intestinal flora of beneficial lactic acid 
bacteria. This wards off or destroys parasites. 

Poultrymen soon learn the money-saving 
advantages of Kraco. Use Kraco in your start- 
ing, growing, laying mashes! 


[3] 8 to 9% VALUABLE MILK MINERALS 


@ The milk mineral content of Kraco(8 to 9%) is important be- 
cause it is in the right proportion for the proper assimilation 
of calcium and phosphorus by the bird. The 
result is sturdy bones. 

Another very important fact about Kraco. 
It is produced by an exclusive, patented pro- 
cess that protects the original value of the 
important feeding elements of milk which it 
contains. The Lactalbumin protein remains 

i unchanged. Essential Amino-acids found in 
Kraco aid in the assimilation of other nutrients in the feed. 
Use Kraco in your starting, growing, laying mashes! 


Concentrated, Body- Building, Health-Protecting ele- 
ments of milk, a needed ingredient for Poultry Mashes. 
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|| Endorsed by scientific authorities ... 
impartial feeding tests 


@ The Vitamin G potency of Milk Sugar 
Feed has been proved by extensive scientific 
feeding tests carried on at Cornell University. 

Kraco has been subjected from the very 
beginning to careful study by impartial scien- 
tists. This fact is very important to feed 
manufacturers, hatcherymen and poultry- 
men. It provides a final certainty of the 
benefits from using Kraco. 

This outside scientific work is in addition to the work carried 
on continuously in the research laboratories of the Kraft-Phenix 
Cheese Corporation. 


Use Kraco in your starting, growing, laying mashes! 


@ MAIL COUPON FOR LATEST DATA 


Krart-PHenix Cueese CorPORATION 
Dept. FB-10, 400 Rush St., Chicago 


I would like to receive the latest scientific data on Milk 
Sugar Feed [] 


Name 
Address 


City. State = 
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SPARED EXPENSE 


TOM, YOU'VE GOT TO PUT 1]] BUT SOMETIMES NATURE SKIMPS on 2@ 
“PROFIT- PRODUCTION’ LEVELS VITAMIN D IN THE OILS; THEN YOUR 
OF VITAMIN D IN YOUR FEEDS WHOLE MIX IS OFF 


BUT | NEVER ,~3m I'VE HEARD ABOUT THAT 
SKIMP ON 


COD LIVER 


& 
& 
Be 


STRAIGHT OILS MAY po AS You PLEASE, TOM 
VARY UPTO 800% IN || BUT OVER 4000 MIXERS y 4 
VITAMIN, WHILE CAN'T BE WRONG 
AL- 
THANKS ED- | mote ViranunD 
G ip In a 4-year test at Pennsylvania State College, baby 
tt chicks grew satisfactorily with 177 units of Vitamin 
i——- J D per pound of feed, but the same birds at the end of 
{ ite the first laying year produced only 145 eggs per bird. 
Wy However, birds fed 354 units of Vitamin D per pound 
— ~ of feed* produced over 2 dozen more eggs per bird in 
the same period. 
6 MONTHS LATER, —— In other words, there are 2 levels of vitamin feed- 


ing—a level which protects against rickets, and a 
much higher level which not only protects against 
rickets but helps a bird shell out as many eggs as are 
bred into her. Nopco XX is built to meet the ‘‘profit- 
production” needs of laying hens as well as to protect 
baby chicks against rickets. 


Just raising the quantity of straight oil in your 
mashes to get these results may not do the job, be- 
cause Vitamin D in straight oil may vary as much as 
800%, according to Minnesota Dept. of Agriculture. 

Now—for this laying season—let your mashes get 
credit for your customer’s higher profits. Do as 
4,000 mixers are doing—incorporate Nopco XX in 
your mashes at recommended “‘profil-production” 
levels. A Nopco man will tell you more. 


PUT IN “PROFIT-PRODUCTION” LEVELS 
OF NOPCO XX 
HEY TOM, WHAT DID : 
YOU DO TO YOUR MASH-MY HENS ARE 
LAYING THEIR DURN HEADS OFF/ 


NOW CONTAINS a 
333% MORE s EACH POUND OF 


NOPCO XX CONTAINS | NATIONAL OIL PRODUCTS CO., INC. 


: ; 3881 ESSEX ST., HARRISON, N. J. 
AT NO INCREASE IN PRICE } 1,362,000 U.S.P. *This would be 708 units per pound of mash, if fed 50-50 
UNITS of VITAMIN A with sratch grins 
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Iowa Feed Merchants 
Organize at Conclave 
In Des Moines 


HE Independent Feed Dealers of 

Iowa, in a successful two-day con- 

vention held at the Savery hotel, Des 
Moines, September 15 and 16, launched 
itself as an active trade association and 
made plans to build the organization into 
one of the strongest retail groups in the 
country. 

Permanent officers chosen by the new 
board of directors are Ralph Sprague, 
Sprague’s feed store, Oelwein, president; 
L. R. McKee, McKee Feed & Grain Co., 
Muscatine, vice president, and George 
Schaaf, Schaaf’s feed store, Des Moines, 
secretary-treasurer. H. F. Wood, Des 
Moines, was appointed as assistant sec- 
retary. 

Nine Directors Chosen 

The new board of directors was chosen 
by ballot, one from each of the nine dis- 
tricts into which the state had been divid- 
ed in accordance with the articles of 
organization. They are Charles E. Wood, 
Farmers Cooperative Elevator Co., Albert 
City, Mr. Sprague and Mr. Schaaf, elected 
to serve for a term of one year; J. A. 
Olson, Davenport Elevator Co., West 
Bend, Mr. McKee and John Hinck, 
Hogan and Hinck, Corning, for a term 
of two years; L.B. Balensiefer, Balensiefer 
Feed & Seed, Waterloo, J. H. Wake, Oska- 
loosa, and Roy Scofield, Roy A. Scofield 
Co., Council Bluffs, for a term of three 
years. 

The convention also voted to retain the 
original organization committee consist- 
ing of a group of allied men who were 
largely responsible for getting the new 
association started and reelected A. E. 
Sargent, Sargent & Co., Des Moines; C. 
M. Stormes, Iowa Feed Corp., Des 
Moines; Walter Berger, Des Moines Oat 
Products Co., Des Moines; Carl Orsinger, 
Waterloo Mills, Waterloo, and E. L. 
Allphin, Gooch Food Products Co., Coun- 
cil Bluffs, to continue in an advisory 
capacity. 

At a breakfast meeting which opened 
the convention the organization com- 
mittee discussed final preparations for 
the program, while the dealers registered 
and held a general “get acquainted” 
session. 

Talks on Associations 

Following preliminary reports at the 
afternoon meeting C. W. Sievert, Amer- 
ican Dry Milk Institute, Chicago, told 
what other feed trade associations were 
accomplishing. He declared that an or- 
ganization should educate the feed buying 
public to appreciate the value of mixed 
feeds as well as defending its members 
against adverse legislation and other busi- 
ness problems. 

“The retail feed trade,” he said, “de- 
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pends on a proper appreciation by the us- 
ing public of the value of purchasing 
ready mixed feeds. Here is an oppor- 
tunity for service that your association 
should not overlook.” 

David K. Steenbergh, secretary of the 
Central Retail Feed association and man- 
aging editor of The Feed Bag, Milwaukee, 
in a brief talk, commented on the splen- 
did cooperation among the owners of 
wholesale and retail, cooperative and in- 
dividually operated feed concerns in Iowa 
which made possible the birth of the new 
association and predicted great success 
with this attitude prevailing. He urged all 
to work not only for their own particular 
good but to combine their efforts toward 
the improvement of the industry as a 
whole. 

The afternoon session was concluded 
with the adopting of the constitution and 
by-laws and a code of ethics and the 
election of the board of directors. 

In the evening those attending were en- 
tertained at a stag party which was held 
in the club room on the mezzanine floor 
of the hotel. Arrangements for this event 
were directed by T. G. (Tommy) Dyer, 
Sargent & Co. and C. M. (Stormy) 
Stormes, Iowa Feed Corp. 

Back to Fundamentals 

Mr. Schaaf, in an address which opened 
the following morning’s session, described 
a successful feed dealer as one who can 
best meet the demands of his community 
and meet them at a profit. 

“One of the things a community expects 
of a feed dealer,” he declared, “is that 
he assures it of a profit on the feed he 
sells. If the customer does not make 
a profit, sooner or later he ceases to be 
a customer. 

“The importance of feed in livestock 
and poultry operations has been greatly 
over-emphasized by those who sell feed 
and even by our state colleges. We have 
strayed from the fundamentals of good 
breeding, proper housing, care and man- 
agement and the proper type of feeds. To 
answer which of these fundamentals is 
the most important leg on a chair. Take 
any one of them off and the chair won’t 
stand up. 

“A hen bred to lay only 70 eggs won’t 
lay 200 eggs and I don’t care what kind 
of feed you give her. A cow bred to give 
only 3,000 pounds of milk won't give 
6,000 pounds of milk on any feed. A 200 
egg hen receiving a good feed will not 
lay 200 eggs in a poultry house which 
subjects her to roup all winter.” 

Mr. Schaaf added that there was a def- 
inite limit as to the time a dealer could 
afford to spend with his customers in the 
work of building up herds and flocks and 
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in getting them to adopt better housing 
and management but that any effort 
spent in this direction would pay big 
dividends. He emphasized the fact that 
when so-called “guaranteed” feeds failed 
to produce the results promised, the feeds 
themselves and the feed dealer and the 
manufacturer were blamed even though 
the failure was due to poor livestock or 
poultry and bad housing or management 
on the part of the farmer. 
Suggests Financing Plan 

“Customers demand that a feed dealer 
have a location that is convenient and 
easy to reach,” he said, “a complete stock 
of fresh feed on hand at all times, low 
prices, delivery service, side lines such as 
seeds, poultry equipment remedies, etc., 
and give expert advice on livestock, poul- 
try and crop raising. 

“And,” he added with a smile, ‘a farm- 
er expects a feed dealer to sell his mer- 
chandise at cost on credit and pay cash 
for the commodities he buys from him.” 

Mr. Schaaf also explained that there 
ought to be finance companies which 
would handle the feed dealer’s paper along 
the same lines it is now handled for 
automobile, radio and other retailers. He 
predicted a successful future for the new 
association and urged cooperation for the 
mutual benefit of all. 

Laws and court decisions which he 
believed would help curb chain store com- 
petition were reviewed by William S. 
Beardsley, state senator, Virginia. Ia. He 
recommended the taxing of chain stores 
on the volume of business done during 
each year rather than on inventories and 
added that some measure of resale price 
control should be provided. 

Problems of the feed dealer were dis- 
cussed by Mr. McKee in an address which 
followed and which is published else- 
where in this issue of The Feed Bag. A 
talk on the Iowa commercial feed laws 
and the requirements to observe by E. L. 
Redfern, state chemist ended the morning 
session. 

Dealer Must Know Stuff 

The importance of a feed dealer know- 

ing feeds and feeding to the degree that 
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a doctor knows his medicine and the prop- 
er kind to prescribe for each particular 
ailment was emphasized by Gage Kent, 
Kent & Co., Indianola, Ia., in an address 
which opened the afternoon session. 
“The feed dealer, to be of the greatest 
service to his customers,” he said, “should 
know the composition of feeds, the differ- 
ent elements that go for growth for the 
building of tissues, bodily heat and for 
body maintenance and the combination of 
different feed elements that is required 
to do a particular job. With this knowl- 
edge of feeds and their functions he 
should also possess a knowledge of the 
animal or fowl to which they are being 
fed and the functions of the organs. 
“You may say to yourselves, ‘it would 
be a wonderful thing if we feed dealers 


knew this.’ Possibly we cannot know or 
acquire the technical knowledge to the ex- 
tent that a veterinarian would in regard 
to livestock and their diseases. But cer- 
tainly we do have information available 
from which we can at least educate our- 
selves so that we will get an understand- 
ing of them and be of considerably greater 
service to our farmers and feeders.” 
Farmers Well Educated 

Mr. Kent added that farm youths with 
an agricultural college background and 
boys and girls instructed through 4-H 
club work are rapidly making up the bulk 
of the farmers and that it is becoming 
more important than ever for the feed 
dealer to be recognized as the authority 
on feeding problems of his particular 
customers. 


Listenin Every Morning 

to Northrup King’s 

15 Minutes of 

Fun Facts and 


NORTHRUP, 


Minneapolis 


EGG-MASH SEASON IS ON! 


-AND NOW, BIDDIES, JUST 
REMEMBER - AN EGG A DAY 
WILL KEEP THE AXE AWAY! gam 


| Stock Up and Meet the Demand 
NorTHRuUP, KING Is BUILDING 


@ Northrup, King’s early morning radio shows are open- 
ing new markets for Egg Mash. A unique merchandising 


plan makes your sales easier. 
Northrup, King’s Egg Mash carries a token worth 5 lbs. 


Wholesale Feeds and Seeds 


Dependable 
Since 1884 


Each 100 Ib. sack of 


of Chick Mash. Find out 
how these tokens spell ex- 
tra profits for you on both 
Egg Mash and Chick Mash. 
Write today. 


KING & CO. 


Minnesota 


“The time is here,” he continued, 
“when, if you do not know exactly what 
the feed you are selling to the farmer will 
do, you are going to sell yourself out of 
business. I will agree with you that you 
can purchase practically everything from 
the manufacturer but do you dare jeop- 
ardize your future busines just for the 
sake of making sales? Do you dare sell 
that feeder a feed without knowing what 
can be expected of it? And do you dare, 
in normal times, to sell that feeder a 
product that is 100 per cent substitute 
for the grain that he has on his own 
farm? If you do you are going to find 
your business gradually slipping away 
from you and going to the feed dealer 
who is the “Doctor of Feeds and Feed- 
ing” in his particular community. 

“The first fundamental principle that 
the feed dealer should keep in mind is that 
the great bulk of the feed fed to livestock 
on the Iowa farm will be produced on 
the farms of his customers. The feeds 
necessary to be purchased from a dealer 
for the most part will be supplemental 
feeds — those feeds used to balance a 
ration and produce at the lowest cost per 
unit either beef, lamb, pork, milk or eggs. 
The dealer who does not keep this funda- 
mental principle in mind will not prop- 
erly serve his community.” 


How to Find Romance 


Mr. Kent continued by pointing out 
that a better knowledge of feeds and 
feeding would make a dealer’s business 
more interesting and romantic. 

“Romance in the feed business will be 
found,” he declared, “when you begin to 
know feeds and feed elements and their 
exact functions as they pertain to growth, 
fat and the maintenance of the animals to 
which they are fed. Suppose a teeder 
comes to your place of business and tells 
you he has so many head of hogs and 
cattle, so many bushels of corn, tons of 
hay and other grains and wants to attain 
certain results. Suppose you were able to 
instruct this feeder intelligently. Wouldn’t 
there be romance in that? There certainly 
would and what’s more you would cer- 
tainly be closing the door to competition 
taking that particular feeder away from 
you.” 

Talks on Truck Pedlars 


L. E. Stone, White Line Motor Freight 
Co., Des Moines, in discussing methods 
for meeting the competition of itinerant 
truckers recommended the passage of a 
stringent law that would contain a pro- 
vision that anyone selling a product in 
Iowa must have a permanent place of 
business in the state. 

A representative of the state depart- 
ment of agriculture also spoke on the 
problem and urged feed dealers to report 
any activities of pedlers in their respective 
territories. He called attention to a state 
law which requires pedlars to obtain a 
license in each county in which they op- 
erate, the license for a trucker costing 
$75.00 per county. Exceptions are if the 
pedlar is handling products of his own 
manufacture or if he is hired by some 
manufacturer to sell that manufacturer's 
line. Doubt was expressed that many, 
if any, of the pedlars distributing feed 

(Continued on Page Forty-five) 
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Mueller Builds Profitable Business 
Sticking One Line Feed 


®@ Operates Brooder to Show Results With Poultry 


N THE HEART of the swiss cheese 
t producing area of Wisconsin, in the 

town of New Glarus, you will find 
the New Glarus Feed & Fuel Co., man- 
aged by Karl F. Mueller. 

A steady increase in business is re- 
ported by Mr. Mueller since the organiza- 
tion of the company in 1926, and Karl 
has been its manager since its beginning 
ten years ago. He maintains, first of all, 
that in order to sell feed you must al- 
ways have it in stock. 

“You can’t sell what you haven’t got,” 
he says, “and your customers’ wants can 
only be satisfied if you always have what 
they want.” 

Sticks to One Line 

“T have always sold one commercial 
feed and stuck to that feed during the ten 
years I have been here. I have been com- 
pletely convinced and sold on the merit of 
this feed and wholeheartedly recommend 
it to the feeders in my community. 

“T have followed new developments 
and new feeds as they came out—starters, 
growing mashes, laying mashes and sup- 
plements and really try them out in pub- 
lic experiments for myself and for the 
benefit of the feeders I expect will use 
them. I get sold on my feed and keep 
myself sold on it and I suppose my en- 
thusiasm is not only infectious but con- 
vincing.” 

In an adjoining lot stands a brooder 
house where early in February of this 
year chicks were brooded and raised in 
confinement. The brooder house was built 
by the lumber company in the town and 
the lumber and feed business profited by 
the publicity obtained. The chicks ar- 
rived in the coldest weather and the high- 
ways were blocked with snow. What 
should have been an ordinary trip to 
the post office became a 150 mile drive 
in a roundabout way to Beloit, and when 
the chicks arrived 20 were dead. The rest 
were all grown to weaning age. 

Creates Interest in Turkeys 

After the chicks came a flock of tur- 
key poults. Karl knew that turkeys were 
coming into the neighborhood and he 
wanted to learn something about turkeys 
and prove his feed to the present and 
Prospective turkey feeders. A wire en- 
closure was added to the lumber company 
brooder house, with a wire floor, and the 
turkeys arrived June 1. In nine weeks 
the check bird weighed 7 pounds 13 
ounces, showing a net gain for the ninth 
week of 1 pound 4 ounces. 

“Everyone that comes to town comes 
and sees the turkeys,” says Karl. “They 
are the center of interest in the village 
and we have held guessing contests on 
the weights of our experimental birds at 
various times which further stimulated 
interest. My partner and I have had lots 
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of fun growing this stock, too. It’s a real 
stunt of real value.” 

In order to be in a better position to 
service the flocks of his feeders Karl at- 
tended a school on poultry diseases. He is 
now in a position to vaccinate for infecti- 


A > 


Karl Mueller and His Turkeys 


ous diseases, eliminate parasites from the 
flocks of his feeders and intelligently cor- 
rect ailments which impair the health of 
flocks on his feed. Maintenance of flock 
health is considered of utmost importance 
to him for unless birds are in good health 
they cannot show maximum results on 
his feed. “It pays to keep poultry 
healthy,” he says, “and there is nothing 
more essential toward getting good re- 
sults on your feed and having it show 
maximum feeding efficiency.” 

Advertisements appear almost every 
week in classified form in the New Glarus 
weekly paper and with it news notes are 
published on the first page. The classified 
ad is generally two columns wide and 
four to six inches deep, but the notes are 
written in regular news style. A house 
organ prepared by the commercial feed 
company is distributed to customers 
each month. This contains timely infor- 
mative matter and items of special inter- 
est written by Miller and printed on the 
first page. 

Prospects Are Classified 

Cards and special announcements on 
feeds, also supplied by the company, are 
sent out to selected mailing lists. There 
is no point, explains Karl, in sending hog 
literature to a poultryman, or vice versa. 
The material carries more importance if 
it is specially directed. Material of no 


particular interest to a man would de- 
tract from the value of that which should 
interest him. 

Special effort is made to keep a record of 
all customers purchases by filing invoices 
in a long case in alphabetical order. In 
this way a glance into last year’s bills 
will show whether a man is feeding less 
than he used to and the matter can be 
investigated. A metal clip is attached to 
the index card before each customer’s file 
which indicates the month of the last 
purchase. 

In a glance Mr. Mueller can tell how 
long it has been since a customer has 
been in or made purchases. Special effort 
on these individuals often brings them 
back. Even though he may know all of 
his feeders personally and the regularity 
of their purchases, Karl maintains that 
this index serves as a reminder when he 


Gives Success Formula 

Coal is sold and constitutes approx- 
imately one-eighth of the business. Hy- 
brid seed corn is becoming an important 
part of the business and a valuable ad- 
vertising asset. Karl raises this with his 
father-in-law and this year they obtained 
a fair crop in spite of the drought from 
28 acres. 

Karl Mueller sums up his formula for 
success in the feed business as follows: 

Keep a good commercial feed and only 
one. Keep it well stocked for it is easier 
to keep one feed line fully stocked than 
two only partly stocked. Keep large in- 
ventories of basic ingredients such as 
mill feeds always on hand, making a 
careful study of seasonal price declines 
for advantageous advance purchases. 
Create interest in something all the time 
but make it something practical that will 
sell your feed. Constantly strive to im- 
prove your ability to serve your feeders. 
Stay sold on your feed and you will sell 


more of it. - 


e LOWELL HARRINGTON & SON, 
South Rockwood, Mich., has started con- 
struction of a new mill to replace the 
one destroyed by fire last winter. The 
community has subscribed and paid for 
$25,000 worth of stock. 


e BENJAMIN BRUNSWICK has pur- 
chased the St. Clair Mill, St. Clair, Ohio. 


e THE PAETOW CO., Milwaukee, Wis., 
may some day be changed to Paetow & 
Son, judging by the proud expression on 
the face of Elmer Paetow, president, who 
announces the recent arrival of a 934- 
pound baby boy at Deaconess hospital. 
Right now, however, Mr. Paetow is busi- 
ly engaged in passing out cigars to his 
many friends in recognition of the first 
addition to his family. 
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Pennsylvania Dealers 


Hear President Defend 
Profit System 


EAR of the haunting sceptre of 

mounting taxes was expressed by the 

Pennsylvania Millers & Feed Deal- 
ers association at its 59th annual con- 
vention held at the Penn-Harris hotel, 
Harrisburg, Pa., September 9-11 and 
speakers predicted that the continuation 
of government interference in business 
would eliminate all private initiative. 

A. R. Selby, Liberty Milling Co., Ger- 
mantown, Md., was reelected president of 
the association and other officers chosen 
were Lynn Vermilya, City Flouring 
Mills, Muncy, Pa., first vice president; 
S. H. Rogers, Wilkins-Rogers Milling 
Co., Washington, D. C., second vice pres- 
ident; E. J. Eshelman, John W. Eshel- 
man & Sons, Lancaster, Pa., treasurer, 
and George A. Stuart, Harrisburg, Pa., 
secretary. 

Government Experiments 


Mr. Selby, in his opening address, out- 
lined the activities of the organization 
and warned against the “costly experi- 
ments” of bureaus at Washington. 

“We have tried,” he said, “the ex- 
periment of controlling prices by gov- 
ernment buying of surplus which, as we 
know, has proved to be a failure. We 
have tried to destroy and waste in a most 
shameful manner the products of our 
fertile lands with 20 per cent of our pop- 
ulation underfed and under clothed. 

“The legislative experiments which 
have been forthcoming from Washington 
played their part in the milling industry 
along with every industry in the coun- 
try. It has been proven beyond a doubt 
that after all individual initiative and 
the rewards of efforts must belong to the 
man who earns them. If these rewards 
are not in proper possession we should 
change the rules of the game but we 
must not deprive any man of any reward 
he earned under rules that were formerly 
recognized as fair and equitable. These 
rewards are the very essence of our Amer- 
ican system.” 

A. L. Howes, eastern manager of oil 
engine sales for the Worthington Pump 
& Machinery Corp., Harrison, N. J., 
traced the development of the diesel en- 
gine and outlined the advantages of using 
diesel power in feed and milling plants. 


Discusses Tax Situation 


The existing tax situation on flour was 
discussed by Herman Fakler, vice pres- 
ident of the Millers National Federation 
in charge of the Washington office. He 
explained that the selling price of flour 
reflects the total sales as they appear on 
the books but does not include such sales 
as may come from other than wheat 
products. 

He also said that in computing tax 
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data for tax return purposes, millers 
must show each grade of flour and feed 
manufactured and pointed out that tax 
information must be based upon bushels 
of wheat rather than barrels of flour. He 
expressed the opinion that the average 
wheat cost covering a year’s period will 
be a satisfactory basis for figuring re- 
turns and he also suggested that the mil- 
lers include gains or losses in option 
trades, millfeed contracts and inventory 
showings. 
Uniform Vitamin Potency 

Utilizing of research information for 
producing better poultry feeds was ad- 
vocated by Dr. J. E. Hunter, Pennsyl- 
vania State college, who devoted the 
major portion of his address to the im- 
portance of vitamins. 

“Vitamins have for many years been a 
headache to the poultry industry,” he 
said. “Much confusion has resulted be- 
cause, until recently, little was known of 
the quantitative requirements of poultry 
for the various vitamins. Further con- 
fusion resulted because of the lack of 
uniformity in procedures for determining 
the potency of various vitamin carriers 
but the situation is rapidly clearing up. 

“The good feed manufacturer today in- 
sists on knowing something of the vita- 
min D potency of the oils he buys to 
supply vitamin D in his mashes. To buy 
oils without knowing their potency is a 
far more blind procedure than ‘buying a 
pig in a poke.’ Oils sold as vitamin D 
carriers may ‘look good’ and ‘smell fishy’ 
and still have a very low vitamin D po- 
tency. This potency can be determined 
only by a biological assay and should be 
stated in U.S.P. units of vitamin D per 
gram of oil. 

“Chicks denied access to sunlight re- 
quire approximately 17,700 U.S.P. units 
of vitamin D per 100 pounds of total 
ration. Laying hens denied access to sun- 
light require double this amount or 35,- 
400 U.S.P. units per 100 pounds of 
total ration. The feed manufacturer, as- 
suming that equal parts of grain and 
mash are fed, should double the above 
figures in the mash in order to be assured 
that his feeds are protected against vita- 
min D deficiencies.” 


Vitamins for Calves 


The importance of vitamins in calf 
feeding was discussed in a talk which 
followed by R. H. Olmstead, dairy ex- 
tension specialist, Pennsylvania State 
college. He referred to experiments con- 
ducted at the government experimental 
station, Beltsville, Md., which showed 
that cows fed for extended periods on a 
ration deficient in vitamin A gave birth 
to weak, dead or immature calves and 
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that the vitamin A content of milk 
produced by cows on such rations was 
greatly reduced. 

' He also cited experiments at Pennsyl- 
vania State college which showed that 
the lack of vitamin D in the calf’s ra- 
tion resulted in a decreased growth rate, 
abnormal bone development, humped 
back, swollen joints, bowed legs and 
stiffness. He also emphasized the im- 
portance of proper winter feeding of 
cows and quoted figures to show that 
money spent in providing a grain ration 
was returned in good measure in the 
value of additional milk obtained. 

Banquet Well Attended 

W. B. Barnitz, Carlisle, Pa.; E. J. 
Eshelman, Lancaster, Pa., and J. E. 
Lentz, Laurys Station, Pa., were win- 
ners in the golf tournament held on the 
afternoon of the second day of the con- 
vention. The annual banquet was well 
attended and ample entertainment was 
provided. “Flory’s Famous Forty,” a 
chorus of young men sponsored by the 
Flory Milling Co., Bangor, Pa., delighted 
the audience with their singing and were 
acclaimed as the star feature of the eve- 
ning. 

Directors chosen by the association at 
the close of the convention were W. B. 
Barnitz, Carlisle, Pa.; W. H. Harlacher, 
Harrisburg, Pa.; R. M. Hartzel, Chal- 
font, Pa.; H. W. Menchey, Lancaster, 
Pa.; S. P. F. Kline, Boonsboro, Md.; 
J. E. Lentz, Laurys Station, Pa., and 
R. C. Miner, Wilkes-Barre, Pa. 

e ULYSSES MILLING CO., Ulysses, 
Pa., has installed a new hammer mill. 

e TROY CHEMICAL CO. and Nears 
Food Co., Binghamton, N. Y., have moved 
to new and larger quarters next to the 
A. O. Dailey & Sons feed mill. 


++ 


e F. B. MATTHEWS CO., Kingston, 
N. Y., have installed a new corn cutter. 
e HARRY CURTIS, Mt. Upton, N. Y., 
has purchased a new cold molasses mix- 
er. 
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“The LARRO SALESMAN Dealt in 
Facts,” Says E. C. Ellinger 


The following letter, from E. C. Ellinger, owner of Merit 
Products Co., Coldwater, Mich., tells its own story: 


*‘Being exceptionally well sat- 
isfied with the results of our 
rapidly increasing sales of Larro 
feeds, Iam prompted to disclose 
a few of the facts that helped to 
develop our business to the pres- 
ent stance. 


‘‘Our business was established 
as a wholesale egg business. |— 
These eggs were gathered by our } — 
trucks directly from the farmers |” 
and brought to our plant. Every | 
egg was handled before it was 


sent on our trucks to Detroit. | 


‘The most difficult problem, we found, 
was to secure uniform and high quality 
eggs. With this in mind I was prompted 
to make a special trip to Detroit and speak 
personally with a well-known wholesaler 
about this problem. He informed me that 
he could pay premiums on eggs produced 
by certain high quality feeds. I then 
asked what kind of feed he would recom- 
mend. His highest recommendation was 
for LARRO. I then proceeded to get 
acquainted with this feed by writing The 
Larrowe Milling Company for a repre- 
sentative to call at my office. 


‘In the meantime several other feed 
representatives learned of my wanting to 
deal in feeds, and came to me with good 
sales talks. 


“The Larro salesman dealt in facts and 
soon took me to the Larro mills and the 
Larro Research Farm. Observing the 
modern methods of blending and mixing, 
the cleanliness of the establishment, and 
the highest quality of ingredients backed 


high quality and profit 

_ the feeder are only a few of the many reasons why 
Larro Feeds mean more money for the man who 
_ Sells them. A year-round program of sales and 
_ advertising helps also does its part to bring new 
customers and increased tonnage. The Larro — 


franchisc in your territory may now be — 
‘Write today for full details. 


-LARROWE MILLING COMPAN 


by the testing laboratories and 
the research work is what con- 
vinced me to handle Larro feeds. 


*‘Our methods of securing our 
eggs worked in very conveniently 
with the feed business for we 
could deliver the feed to their 
doors, without extra expense, as 
we ‘picked up’ their eggs. 

‘As we were interested in 
poultry produce, we naturally 
were more interested in the sell- 
ing of poultry feeds, not realizing 
the importance of the Dairy 
Feed, the Calf Meal, the Pig Feed, and the 
Turkey Mashes in building up our tonnage 
until this last season. 


“We have practiced paying a premium 
for high quality eggs, and have found that 
LARRO produces eggs of the most uniform 
size and quality, and weighing from 
two to five pounds more per case. 


‘‘Being in the egg business we handle 
eggs produced by the different brands of 
feeds in our vicinity and have a definite 
check on their results. Consequently, we 
find that Larro, if fed right from the start, 
invariably produces larger birds. This 
extra capacity means larger eggs. 


‘Instead of the feed being the minor 
department of our business it is a nose to 
nose race with the eggs now, and we expect 
the feed to excel. 


‘It is a pleasure to build an enterprise 
on results rather than by price competi- 
tion.”” 


MAIL THIS COUPON NOW! 


The Larrowe Milling Company, 
Detroit, Mich. 


Please send me all the facts about your FALL 
ADVERTISING CAMPAIGN and the LARRO 
FRANCHISE. 


Name 


Address 
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WELCOME MILWAUKEE, 


= Members of the Milwaukee Grain & Stock Exchange Join in Ex 


Foutow THe Grown 


IL, you want 
Top-notch Sales, Efficient 
Service and Prompt Re- 


turns from a Financially 
Reliable Firm 


CONSIGN US 
THAT NEXT CAR 


Fraser-Smith 
Company 


Grain Commission Merchants 
MILWAUKEE 
Minneapolis, Cedar Rapids 


A. L. Johnstone 


Phones—Office: Daly 2654, Exchange: Broadway 0460 


Personal Service Proves Profitable with 


Johnstone-Templeton Co. 
Always 


Honest, Reliable, Satisfactory 


Frank Homan 


Quin Johnstone 


ARCHER-DANIELS-MIDLAND Co. 


Milwaukee, Wis. 


Grain Merchants 


Buffalo, N. Y. 
MAIN OFFICE — MINNEAPOLIS, MINN. 


J. M. Chilton, General Manager Grain Division 


St. Joseph, Mo. 


New Grain and Stock 


Leonard J. Keefe 


COMMISSION 
MERCHANT 


GRAIN and SEEDS 
SOY BEANS 


418-420 Grain & Stock 
Exchange 


MILWAUKEE, WIS. 


STRATTON GRAIN CO. 


MILWAUKEE, WIS. 


Chicago, IIl. 


St. Joseph, Mo. 


New York, N. Y. 


BUYERS and SELLERS of GRAIN SPOT 
and “TO ARRIVE” CONSIGNMENTS 


MILL FEEDS — FEED PRODUCTS — BY PRODUCTS 
Future Orders Solicited 


L. Bartlett 
Grain 


GRAIN 
COMMIS! 


Grain & Stock Exchange 


P. C. KAMM CO. 


Grain Merchants 
and 
Elevator Operators 


506 - 516 
GRAIN & STOCK EXCHANGE 


LOCAL AND LONG DISTANCE PHONE DALY 1064 


GRAIN AND FEED 


Franke Grain Co., Inc.| 


ESTABLISHED 1892 


GRAIN & STOCK EXCHANGE 


400 GRAIN & STO( 
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TIONAL GRAIN AND FEED MEN! 


Extending to You Wishes for a Most Successful Convention 


nd Stock Exchange 


Grain & Stock Exchange 


J. V. LAUER COMPANY 


® Grain Commission Merchants 


Milwaukee, Wis. 


DEUTSCH & SICKERT Co. 


FEEDS e HAY ¢ GRAIN 


730-732 GRAIN & STOCK EXCHANGE, MILWAUKEE 


Personal Service 


Barley a Specialty 
: SHIP TO 


ROY 1.CAMPBELL 


lett & Son 
in Co. 


MISSION 
MERCHANTS 


change Milwaukee, Wis. 


Mohr-Holstein Commission Co. 


GRAIN COMMISSION MERCHANTS 


600-606 GRAIN & STOCK EXCHANGE @ MILWAUKEE 


— 


sion Merchant 


& STOCK EXCHANGE 


== 


@ Grain Futures 


GRAIN & STOCK 
EXCHANGE 


Madison, Wis. 


Milwaukee, Wis. 


G.W. WINSTON CO. 


J. WALTER RICE 
GRAIN 


Malting Barley 
Feeding Barley 
« Screenings » 


GRAIN & STOCK EXCHANGE 


Milwaukee « » Wisconsin 
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Hubbard Milling Co. Packs Flour 
In Five Pound Tins 


N recent years the public has been 

furnished with canned oil and canned 
beer and now it is canned flour. 

The Hubbard Milling Co., Mankato, 
Minn., has introduced for general home 
use 11 different varieties of flour and 
cereals in handy 5-pound tin containers 
which are being favorably received. The 
products are branded “Thrifty Fives”. 


Hubbard Milling Co. is one of the old- 
est flour mills in the country and was 
organized in 1878 by R. D. Hubbard at 
the suggestion of G. M. Palmer, now its 
president. 

Mr. Palmer, when the idea for the com- 
pany first originated, was a bookkeeper at 
the Mankato Linseed Oil Co. He joined 
Hubbard when it opened for business and 


became its president in 1905. 

The firm originally utilized millstones 
for grinding the wheat but within a year 
changed over to the roller system which 
was just coming into vogue at that time. 
Many additions have been built since to 
the plant to take care of steadily increas- 
ing business and to keep step with modern 
improvements in the industry. Supple- 
menting its up-to-date equipment, the firm 
maintains a staff of the best milling skill 
in the country. 

Flour was produced exclusively by the 
mill until recent years. In 1928, follow- 
ing a period of severe feeding tests to ob- 
tain maximum feeding efficiency and max- 
imum growth and gains, the company in- 
troduced the Hubbard Sunshine line of 
feeds which includes a special concentrate 
for feed dealers who mix their own 
mashes. Prepared mixtures for poultry 
and livestock and a dog food are also 
manufactured. The feed department has 
enjoyed a rapid growth since its inception 
and the company’s “Sunshine” brands 
are known and used throughout the 
country. 

Present officers of the Hubbard Mill- 
ing Co. are Mr. Palmer, president; F. E. 
Browder, vice president; H. R. Harmer. 
secretary, and P. L. Kimble, treasurer. 
Mr. Palmer is one of the oldest and best 
known millers in the country. 


e COLES FEED & GRAIN CO., Mid- 
dletown, Conn., has opened for business. 
Officers of the firm are George S. Sey- 
mour, president ; Harriet M. Harris, secre- 
tary, and Elmer P. Smith, treasurer. 


‘Cop LIVER OIL 


For Poultry and Livestock 


when needed. 


Booking Arctic Pure Cod Liver Oil for ship- 
ment within six months—your option. 
what you need—order it out in single drums 


Your Order Now. 


Bringing ARCTIC direct to Milwau- 
kee from Norway via the Great Lakes 
in Boat lots enables us to establish a 
price on a high quality dependable 
Cod Liver Oil that can hardly be 


Book 


equaled. 


e Ship Us Your New Crop Barley 


BUDDE FEED GRAIN CO. 


GRAIN & STOCK EXCHANGE 


Here Is THE Source of Supply 
For Your COD LIVER OIL 


ARCTIC COD LIVER OIL is biologically tested and guar- 
anteed as to its VITAMIN A and D Potency. It will give 
complete protection at levels of 14 of 1 per cent. Place 


63¢ 


Per Gallon 


F.O.B. Milwaukee 
2c more in 30 gal. 
drums. 


MILWAUKEE, WISCONSIN 
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Lyders Pushes Family Patent Flour 


Brings Farm Women Store 


®@ Boosts Business Suggesting Additional Purchases 


farm women into the store and 
enable you to interest them in feeds 
and other products which you handle. 

That is the advice of A. M. Lyders 
who operates the Farmers feed mill at 
Fort Dodge, Ia. 

“We feature flour,” he explains, “and 
there is a reason. By doing so we get 
the farm women into the store and that 
gives us plenty of opportunity to interest 
them in chick ond poultry feeds, salt, 
poultry remedies and other products. 

Emphasizes “Plus” Sales 

“Tt is our plan to fill the order as the 
customer gives it to us and then SELL 
him something additional.. We suggest the 
purchase of additional items but are care- 
ful to avoid high pressure tactics. I think 
a dealer can go too far in suggesting addi- 
tional purchases and we try to get around 
that by pointing out the merits of our 
various sidelines and politely asking the 
patron if they will fit into his present 
needs. It is surprising how many plus 
sales develop as a result.” 

The interior of the Farmers feed mill 
is an interesting place. Display signs, wall 
hangers and cards furnished by the manu- 
facturers are in evidence. Mr. Lyders 
knows that folders, books, circulars and 
other printed matter cost the manufac- 
turers some real money. He also knows 
that these promotion pieces are valuable 
to the dealer in building business. Ac- 
cordingly, he places his supplies of printed 
matter in racks built for that purpose 
where they are handy to the customer. 

Blackboard for Prices 

On the east wall of the office is a large 
blackboard. Here the principal items car- 
ried in the feed line are listed. Across the 
top, in large letters, is painted a heading 
which reads—‘“Today’s Prices”. 

“We keep this list of prices up to date,” 
Mr. Lyders explains. “Our customers 
refer to it daily. We have any number 
of them who come into the store, walk 
over and consult the daily price list even 
before they say ‘hello’ to us.” 

Near the telephone in the Farmers feed 
mill is an eight-sided rack which revolves 
on its base. On each side is a list of items 
in the feed line with the current price. 

“That’s a handy reference file,” Mr. 
Lyders says: “You'll have to give my 
bookkeeper credit for that. She saw a 
price list of this kind in another feed store 
and when she came back she had one of 
the men make this one. It keeps all of 
our prices at our finger tips and we don’t 
have to thumb through a stack of papers 
for them when a customer phones or calls. 
It is made so that we can double the 
number of items listed. We like it.” 

Day or night service is rendered cheer- 
fully by the Farmers feed mill. The 


H'ee: family flour. It will bring 
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firm name is listed in bold-face type in 
the telephone book. And immediately be- 
low it is the name and address of the 
manager, together with his telephone num- 
ber. He invites business at 4 o'clock in 
the morning or four in the afternoon. 

“We feature nationally advertised 
brands of merchandise,’ Mr. Lyders 
points out. “Whenever possible we tie 
in with this national advertising by using 
the distinguishing trade mark or slogan 
of the manufacturer in our own ads. We 
stock a line of reliable poultry remedies 
and are making a nice profit on it.” 

Ample parking space for farm cus- 
tomers is provided around the feed store. 
A spacious loading platform gives easy 
access to trucks and enables Mr. Lyders 
to serve a large number of patrons at one 
time. Eye-catching displays of feeds are 
always arranged on the platform and 
changed at regular intervals to give them 
a fresh appearance. 

Plans Big Sales Drive 

With farm conditions especially prom- 
ising for feed sales this year, Mr. Lyders 
plans to take advantage of them. He is 
now working on a systematic method for 
canvassing the trade and is planning to 
use a consistent newspaper advertising 


campaign in connection with it. 

A line of cereals developed at the plant 
is proving to be surprisingly popular with 
consumers in the trade territory. Grocers 
in Fort Dodge as well as in nearby towns 
are meeting with success in selling the line. 

Sells Mostly for Cash 

“We have done a good business since 
I came here in 1928,” Mr. Lyders re- 
ports. “We try to keep our prices in line 
with others and not cut. Most of our 
sales are for cash. If we can’t get cash, 
we don’t want to sell the goods. I have 
given my men orders to bring back de- 
liveries of feed rather than to leave them 
with farmers who place an order and 
whose credit is in doubt. 

“Naturally, we make an effort to get 
all the business we can. But we want to 
do business at a profit—and operate on 
the basis of ‘live and let live.’ We offer 
specials from time to time, of course, 
on which we do not make money. But 
they bring customers into the store and 
the difference is made up on other items 
which we are able to sell as a result. We 
aim to operate our feed business at a 
profit and with a little common sense, 
backed by real sales effort, believe it can 
be done.” 


Insurance Required for Truckers 


With Federal Licenses 


TRUCK and bus lines operating under 

the federal motor carrier act will be 
required to carry minimum insurance 
against personal and property damage, 
effective November 15. 

The order issued by the interstate com- 
merce commission is the result of agita- 
tion for such protection to the public, 
some of it originating from grain and feed 
interests which have been complaining of 
unfair competition from truckers. 

With respect to property carriers the 
rules provide that: 

1. Minimum amount of insurance for 
public liability shall be $5,000 and $10,- 
000; for property damage, $1,000. 

2. Cargo minimum limits shall be 
$1,000 for loss or damage to property 
carried on any one vehicle; $2,000 for 
loss or damage to property occurring at 
any one time and place. 

3. Minimum bond or other security for 
trucking brokers shall be $5,000. 

4. Each certificate of policy of insur- 
ance or surety bond with corporate or 
individual sureties filed with the com- 
mission for approval must be for not 
less than the full limits of liabi?*ty pre- 
scribed by the commission; and in each 
case in which surety on any bond is a 


surety company, such company must be 
approved by the United States treasury 
department. 

5. All policies of insurance as amended 
by endorsements must be written by in- 
surance companies legally authorized to 
transact business in each state in which 
their policies cover the operations of the 
insured motor carrier. 

6. No surety bond policy of insurance, 
endorsement or certificate of insurance 
or other securities and agreements shall 
be cancelled or withdrawn until after 30 
days’ notice to the commission. 

The rules are made applicable to car- 
riers engaged in interstate commerce, even 
though they do not cross state lines. In 
upholding this feature of the order the 
commission explained that “it would be 
clearly unfair and discriminatory to re- 
quire compliance with such regulations by 
one interstate motor carrier who crossed 
state lines and relieve another interstate 
carrier from such duty merely because he ~ 
did not. We are clear that in such matters 
of public protection, all motor carriers 
subject to the act, because of their par- 
ticipation in interstate or foreign com- 
merce, should be compelled to comply 
with the same requirements.” 


. 


e GLEN BOWN, Waterloo Mills Co., 
Waterloo, Ia., hurried back from an ex- 
tended motor trip which took him to De- 
troit, Toronto, Montreal, Quebec and 
through New England and New York City 
and other points in the East to enable Carl 
Orsinger of the company to devote his 
full time to the first annual convention 
of the Independent Feed Dealers of Iowa 
at Des Moines, September 15 and 16. 
Carl is a member of the organization 
committee which was responsible for the 
forming of the new association. 


e CHARLES COUGHLIN, The Riebs 
Co., Milwaukee, Wis., recently under- 
went an operation for appendicitis at 
Columbia hospital. He is reported to be 
recovering nicely. 


e THOMAS STOLZ, Howard Milling 
Co., Howard, Pa., whose plant was des- 
troyed by fire recently has purchased the 
old high school with railroad siding and 
is installing feed mill equipment. 


OHIO MEETING 

The semi-annual fall meeting of the 
Ohio Grain, Mill & Feed Dealers associa- 
tion will be held at the Deshler hotel, 
Columbus, October 20. Reports will be 
made by the special committee on the 
progress being made on trucking and tax 
problems. Speakers will also discuss va- 
rious other problems of interest to the 
trade. W. W. Cummings, Columbus, sec- 
retary of the association, welcomes sug- 
gestions from members on the subjects 
they wish to have discussed. 


Now! 
A 


Demountable 
Spiral Screw 
Conveyor- 


Coupling 


together with 


Poultry Industry Bureau 
Asked by I.B.C.A. 


Establishment of a bureau of poultry 
industry in the United States department 
of agriculture is being urged by the Inter- 
national Baby Chick association as the 
result of a resolution passed at the organ- 
ization’s last annual convention. 

Reese V. Hicks, secretary of the asso- 
ciation, points out that the poultry indus- 
try has a money value nearly equal 
to that of the dairy industry and that a 
bureau of dairy industry has long been 
in existence where problems in this field 
receive exclusive attention. 

He added that poultry raising is the 
most universal farm occupation and that 
in the neighborhood of 5,000,000 farmers 
are actively engaged in the industry. 

Feed dealers, poultry raisers, breeders 
and hatcherymen are asked to cooperate 
in getting the bureau established by con- 
tacting their senators and congressmen 
and pointing out the need for such a 
department. 


MRS. ROBERT GILL DIES 

Sympathy of the entire trade is ex- 
tended to Robert Gill, president of the 
Phelps & Sibley flour and feed mill, 
Cuba, N. Y., who lost his wife by death 
September 13. She and Mr. Gill were in 
attendance at the Mutual Millers and 
Feed Dealers association convention at 
Jamestown, where Mrs. Gill was taken 
suddenly ill on the evening of the first 
day. She passed away two days later. 


Type “S” Coupling and Hanger 


BRONZE BUSHED WELDED STEEL HANGER 


@e ROLAND REINDERS, Reinders 
Bros., Elm Grove, Wis., treasurer of the 
Central Retail Feed association, returned 
recently from a two weeks automobile 
trip through Canada. He was accompanied 
by his wife and family and among other 
things of interest saw the Dionne quintu- 
plets. 


e A. J. FAZENDIN, who recently pur- 
chased the Evan feed mill, Evan, Minn., 
from Albert Trapp, has built an addition 
to the mill and also erected a new office. 


e BERT BLISS, well-known feed mer- 
chant of Newark Valley, N. Y., and his 
wife were severely injured recently when 
their automobile collided with another as 
they were starting on an early morning 
trip into the country. 


e LE ROY C. EATON, Lawrenceville, 
Pa., widely known feed mill operator, died 
suddenly of a heart attack while attend- 
ing the fair at Mansfield, Pa., September 
18. 


MOVE TO CHICAGO 

Dawes Products Co., has moved its 
general offices to 4300 South Damen 
avenue, Chicago. The firm’s headquarters 
until September 1 were located at Den- 
ver, Colo. The change was made due to 
expansion and need for a central loca- 
tion to facilitate better service to cus- 
tomers. C. C. Dawes, president of the 
company, recently returned from a busi- 
ness trip to Europe in the interests of 
Vitamelk, manufactured by the firm. 


WRITE TO 


L. BURMEISTER CO. 


3225 W. Burnham St. 


Milwaukee, Wis. 
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Kuehl Achieves Boyhood Ambition 


Is Successful Feed Dealer 


®@ Boosts Sales Every Year Throughout Depression 


HERE are some men who know 

nothing about the feed business but 

go ahead and start and build from 
the ground up on the advice of those who 
have gone through the mill and found 
things out. One of this class is Elden 
Kuehl, owner of the Valparaiso feed store, 
Valparaiso, Ind. His business is not four 
years old but is already conceded to be 
successful and attaining new records with 
each successive year. 

When Kuehl became a feed man, as 
his father, William J. Kuehl, relates, he 
hardly knew wheat from rye. He had 
only known that since he was a small 
boy he had always wanted a feed mill. 
When he grew up and married, he was 
employed as a telephone line man but 
the idea of the feed mill still persisted. 

Then came the depression that put him 
out of a job. His father agreed to help 
him fulfill his long cherished dream and 
so, on a small scale, the Valparaiso feed 
mill became a reality. 

Remodels Livery Barn 

An abandoned livery barn was remod- 
elled, and a grinder, mixer, corn cracker 
and corn sheller were installed. Kuehl 
was ready to do business with a farm 
public that had never known him before. 
Of course, there was no grand rush but 
the farmers soon learned to like Kuehl’s 
friendly and helpful attitude and patron- 
age gradually increased. And now in its 
fourth year, the Valparaiso feed store is 
doing double the amount of business of 
the previous year. 

No longer is the livery barn just a 
feed mill. It is a feed store as well in 
the real sense of the word, for it is stocked 
with practically everything the average 
farmers might want. 

Kuehl learned from the start that the 
grinding business alone was falling far 
short of the volume needed to make a 
really successful and attractive store. Cus- 
tomers began to ask him for other feed 
ingredients to mix with their own grain. 
He wanted to add these but his buying 
power was extremely limited. 

Adds Commercial Feeds 

Then a feed salesman called on Kuehl 
one day and after failing to land an order 
requested the young feed store owner to 
drive with him to the company’s main 
plant 100 miles away. Kuehl did, and he 
returned with his first purchase of feed— 
a few sacks hauled in the car with which 
he made the trip. 

Ever since that time he has continued 
to increase his stock. When he became 
pressed for space he built an addition 
along the south wall of the old livery 
barn with an elevated platform on which 
he placed attractive displays of feed, on 
a level with the customer’s eye. 

He launched an aggressive merchandis- 
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ing campaign and in order to attract at- 
tention to his store began conducting egg 
laying contests with hens the customers 
brought to him. He also offered mer- 
chandise prizes to those who made cor- 
rect guesses on the weights of chickens 
and turkeys at various ages, while they 
thrived on the brands of feed which he 
handled. 

On the wall near the battery he placed 
a rack and filled it with literature on 
poultry and dairy feeding with a sign 
above it inviting the customers to help 
themselves. He supplemented his mer- 
chandising efforts with newspaper adver- 
tising and mailed regular bulletins to a 
select list of customers. 

Cash Register Handy 

Most feed stores keep their cash regis- 
ter in the office but Kuehl had his located 
near the feed mill platform. He finds that 
this idea saves time for him as well as 
his customers. Within full view of all 
patrons who drive up to the platform is a 
large blackboard which lists the items for 
sale and the price. It is continually con- 
sulted by the farmers and often they will 
depart with items other than those which 
they intended to buy because the board 
reminded them of extra needs. 

In order that he might be more capable 
of giving advice to his farm customers, 
Kuehl attended a poultry school for two 


@ WARD FALLGATTER, Fisher & Fall- 
gatter, Waupaca, Wis., died September 
11 at a Madison hospital where he had 
been confined for several days. He was a 
partner in the firm for the past 30 years 
and was 59 at the time of his death. 


e JOSEPH W. BADENOCH, president, 
J. J. Badenoch Co., Chicago, IIl., died of 
a heart attack at the Presbyterian hos- 
pital, September 12. He was 62 years old 
and well-known in the grain and feed 
trade. 


SOYBEANS FOR EXPORT 

American farmers will make a drive 
for part of the vast soybean oil meal busi- 
ness of Europe, according to E. F. John- 
son, St. Louis, Mo., who spoke at the 16th 
annual convention of the American Soy- 
bean association which was held at Ames, 
Ia., September 14, 15 and 16. Mr. John- 
son, who returned recently from a study 
of conditions in eight European nations, 
declared that “under existing world condi- 
tions with regulations and reciprocal trade 
agreements, soybean oil meal and cakes 
offer better export possibilities perhaps 
than any other American farm product.” 
The immense future for soybeans as a 
major farm crop was also cited by I. C. 
Bradley, Taylorville, Ill., another speaker 
at the convention. 


weeks last year where he made a special 
study of poultry diseases. Since taking the 
course he has been able to help many 
farmers save their flocks and is often re- 
quested to cut open a dead bird, diagnose 
the trouble and prescribe a remedy. Cus- 
tomers appreciate this service and they 
reciprocate by placing their feed business 
with him. 

Kuehl now owns a big truck with 
which he makes deliveries to farmers and 
city customers with backyard poultry 
lots. He also uses the truck to haul feeds 
from his manufacturer’s plant and from 
the railroad siding. 

Handles Alfalfa Hay 

In certain seasons Kuehl is a big handler 
of alfalfa hay brought in for sale to the 
dairy farmers in his territory. His great 
aim is to stock what the customer wants, 
but at the same time to promote, in an 
unobtrusive way, the commercial line that 
the salesman induced him to take on 
shortly after he started business. The 
grinding comes as a matter of course, 
each season having shown thus far twice 
the volume of the preceding season. 

“T look for a better business this fall 
and winter than ever before,” he said. 
“Crops in our section were so badly burn- 
ed out by drought that farmers are going 
to be compelled to buy feeds and to grind 
every bit of grain they have to spare.” 


JOINS CLO-TRATE 

W. R. Cassell, director special markets 
division, Health Products Corp., Newark, 
N. J., announces the appointment of H. 
W. Swanson as special sales representative 
of the company. Mr. Swanson has been 
identified with the feed industry for the 
past 20 years and previously served as 
vice president and general manager of 
VyLactos Laboratories, Des Moines, Ia. 
In his new connection he will represent 
the Health Products Corp. on Clo-trate, 
concentrated cod liver oil. 


e FRED PITTELKOW, H. P. Schmidt 
Milling Co., Oshkosh, Wis., is making a 
name for himself in amateur golf. At an 
inter-club match at Antigo recently he 
won first prize for the best score on any 
one hole during the tournament. 


e TALLCOT MILLING CO., Kaneat- 
eles, N. Y., has installed a new hammer 
mill. 


oo 


e ALPHONSE BACKHAUS, Eldorado 
Coop. Supply Co., Eldorado, Wis., has 
the edge now on all his friends who brag 
about the big ones they landed. While on 
a fishing trip recently he caught an 8%4- 
pound northern pike, a feat which has 
not been equalled in his vicinity for many 
years. 
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THREE NEW PRODUCTS 


carrying the stamp of approval of thousands of leading poultrymen and 
hatcherymen are offered to the progressive feed dealer. 


Hen- Dine and Chick- Dine 


The two new iodized calcium supplements for poultry—one for growing 
and mature birds, the other for chicks. Fed like ordinary shell, they pro- 
vide the necessary calcium together with the correct amount of iodine 
to insure maximum digestion and most complete utilization of all feeds. The 
results are more rapid growth, higher vitality, earlier production of eggs and 
market birds, longer laying periods, more eggs, better shells, and increased 


profits. 
A\trowhead Insoluble Grit 


Made from pure flint, the hardest and most efficient insoluble poultry grit 
on the market. Available in chick, hen, and turkey sizes. 

And, lest you forget, our regular products are No. 4 Carbonate Flour, 
Electro Calcium Carbonate, Iodized Calcium Carbonate, Shellmaker in chick, 
hen, and turkey sizes, and Cal-Carbo. 


Write today for samples and prices. 


CALCIUM CARBONATE COMPANY 
43 East Ohio Street —:— Chicago, Illinois 
Mills at Carthage, Mo.; Quincy, lll.; Ste.Genevieve, Mo.; Weeping Water,Nbr.;White Bear,Mo. 


For Vitamin-Lactic Acid Content 
Costs Less @ Goes Farther @ Does More 


CONCENTRATE 


Mfg. under U. S. Patent No. 1898350 


Builds high quality feeds that satisfy. Full Vitamin and Lactic Acid 
“sonia Iodine protection, dependable milk values and live yeast 
erments. 


Accurate—Reliable—Convenient. 
No disturbance to your formulas. Write today for complete information. 


VY LACTOS LABORATORIES, Inc. 


DES MOINES, IOWA 


USED 


BURLAP 


AND 


COTTON 
BAGS 


INDIVIDUALITY 
ALL_ BAGS VACUUM CLEANED 


WE BUY 
SURPLUS BAGS 


TWINE 


MILWAUKEE, WIS. 


FREDMAN BAG CO. 


e THORPE & BAKER CO., Carbondale, 
Pa., is installing a new cold molasses 
mixer. 


e BEDFORD FEED CO., Bedford, Pa., 
has installed complete machinery equip- 
ment in its new building constructed 
several years ago and will manufacture 
a full line of feeds. _ 

@ WILLIAM C. MOLL, formerly of 
Mohawk Feed Co., Milwaukee, Wis., is 
accepting congratulations from his many 
friends on the arrival of a baby girl at 
Misericordia hospital, September 21. 


@e PAUL GEBERT, Lincoln Mill, Mer- 
rill, Wis., in a mixed two-some golf tour- 
nament held recently on the difficult Mer- 
rill Hills golf course, won first prize with 
his lady partner by scoring an 89. He is 
now looking forward to the deer hunting 
season which opens November 23. 


e G. B. CURRIER CO., West Stewart- 
son, N. H., recently concluded its “profit 
sharing” sales campaign with a com- 
munity dance. More than 3,000 persons 
attended. 


GRAIN DUST BOOKLET 

The control of dust in grain handling 
and processing plants and flour and feed 
mills is fully explained in a booklet issued 
by the Mutual Fire Prevention bureau. 
Copies may be obtained free by writing 
to the bureau at 230 East Ohio street, 
Chicago, Ill. 


FARM INCOME 

Gross income from farm production 
for 1935 and from government payments 
applying to 1935 production programs 
was $8,508,000,000. This is the highest 
gross income since 1930 and is 17 per 
cent greater than 1934 and 59 per cent 
in excess of 1932. Of the total income 
for 1935, value of products raised and 
consumed on farms was $1,307,000,000; 
income from rental and benefit payments 
was $498,000,000, and $6,703,000,000 was 
realized from the sale of crops and live- 
stock. 


CONTRACT MARKETS 

The St. Louis Merchants Exchange, St. 
Louis, Mo., has been designated as a con- 
tract market for millfeeds in addition to 
its present designation as a contract mar- 
ket for grain under the commodity ex- 
change act as passed by the last session 
of congress. Under the orders the ex- 
change is permitted to conduct future 
trading. 


FLAXSEED CARGO 

The first cargo of Argentine flaxseed 
received in Milwaukee, Wis., in 15 years 
arrived recently for the William O. Good- 
rich Co. Shortage of flaxseed in Minne- 
sota and the Dakotas as a result of the 
drought has compelled the firm to seek 
outside sources to keep up its linseed 
meal production. More than 91,000 
bushels constituted the shipment which 
was valued at $200,000. The Goodrich 
company is owned by the Archer-Daniels- 
Midland Co., with headquarters at 
Minneapolis. 
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Dr. Clore Is Elected President 
Of Mineral Feed Mixers 


DE: E. E. CLORE, Hoosier Mineral 
Feed Co., Greenwood, Ind., was 
elected president of the Mineral Feed 
Manufacturers association at the annual 
convention held at the Sherman hotel, 
Chicago, September 17 and 18. Attend- 
ance was the best in the organization’s 
history. 

Other officers chosen were Earl Rhine, 
Oelwein Chemical Co., Oelwein, Ia., vice 
president, and L. F. Brown, Chicago, ex- 
ecutive secretary and treasurer. 

The association voted to increase its 
legislative activities and confine them to 
problems affecting mineral feed manufac- 
turers only. James L. Elliott of the Oel- 
wein Chemical Co. was appointed chair- 
man of a committee to conduct a member- 
ship campaign with authority to appoint 
other members to work with him. 

Dr. J. S. Hughes, professor of chem- 
istry, Kansas State college, one of the 
principal speakers at the convention, em- 
phasized the importance of minerals in 
livestock feeding, pointing out that min- 
eral deficiencies in animals not only cause 
abnormalities but also result in the pro- 


National Dealers Expect 
Record Attendance 


(Continued from Page Nine) 
building into a German beer garden. En- 
tertainment will be furnished by native 
Bavarians who will yodel, sing and dance. 
Free beer and a buffet luncheon with a 
large choice of foods is to be served. 
Those registered at the convention will be 
admitted free. 

Ladies on Monday are to have a noon 
luncheon at the Wisconsin club, followed 
by a bridge party and in the evening are 
to be entertained at the Wisconsin theatre. 

The annual banquet which is being di- 
rected by a special committee from the 
Milwaukee Grain & Stock Exchange is to 
be the entertainment highlight. A floor 
show of six acts will be presented and 
dancing is to follow. Asher Howard, 
Minneapolis, Minn., is to be the guest 
speaker at the banquet. 

Ladies on Tuesday afternoon will be 
entertained with a sight seeing trip and 
will join the men at the banquet in the 
evening. 

The annual golf tournament for the 
men will be held Tuesday afternoon at 
the Blue Mound Country club. Winners 


will be rewarded with a large variety of 
prizes. 


ARCADY SALES MEETING 

Members of the sales staff of the Ar- 
cady Farms Milling Co., Chicago, gath- 
ered at a meeting held at the Parkway 
hotel September 26 and 27 to assist in 
Planning the firm’s advertising and sales 
program. A banquet was held on the eve- 
ning of the first day with 50 persons 
Present. W. D. Walker, vice president 


= general manager of the company, was 
ost. 
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duction of inferior wool, milk, eggs and 
meat. He explained that there was still 
a need for much scientific research for 
furnishing livestock with the exact min- 
eral requirement. Dr. Hughes, in a later 
appearance on the program, also discussed 
the importance of minerals in the human 
body. 

Suggestions for handling: credit and 
collecting delinquent accounts were pre- 
sented by W. K. Lasher, Chicago, presi- 
dent of the Professional and Business 
Mens Auxiliary of America, and a general 
discussion on this subject followed. 

The first annual golf tournament held 
by the association attracted a large at- 
tendance. It was played off at the Tam 
O’Shanter club and 21 persons were pre- 
sented with prizes. The tournament was 
followed by a banquet at the club. 

Directors elected at the close of the 
convention, in addition to the officers 
who automatically serve on the board, 
were T. P. Gibbons, Cudahy Packing Co., 
Chicago; E. V. Moorman, Moorman 
Mfg. Co., Quincy, Ill., and James H. 


Murphy, Murphy Products Co., Burling- 
ton, Wis. 


e LEROY LABUDDE, LaBudde Feed 
& Grain Co., Milwaukee, underwent an 
operation for the removal of a kidney 
stone at St. Mary’s hospital October 3. 
He had been under observation at the 
hospital a week previous to submitting 
to the operation after suffering a sudden 
attack. Roy’s many friends expect to be 
shaking hands with him at his office soon, 


and are pleased with reports of his rapid 
recovery. 


H. N. VREDENBURG 


H. N. VREDENBURG, associated with 
Sprout, Waldron & Co., Muncy, Pa., for 
23 years, has gone into business for him- 
self and is dealing in new, used and rebuilt 
equipment. He is representing the Buck- 
eye Machine Co., Lima, Ohio, and the 
Robinson Mfg. Co., Muncy, Pa., in 
northern Pennsylvania and the eastern 
half of New York state. Mr. Vreden- 
burg makes his headquarters at Muncy. 

FEED MERCHANTS DAY 

A school for feed merchants will be 
held by the Ohio Agricultural Experiment 
station, Wooster, Ohio, October 14. Many 
topics of interest to those who sell feeds 
will be discussed by experts from the 
college, among them R. M. Bethke, who 
is in charge of nutrition investigations. 
The feed merchants session will follow a 
livestock day program which is to be held, 
October 13. Dealers from Ohio and other 
states are cordially invited to attend. 


Pnide Goea 


fon a Ride 


By EMIL J. BLACKY 
I’m so ashamed my face is red 
Because I’ve found that I’ve been dead 
Upon my feet in selling feeds 
And estimating farmers’ needs. 
I hopped into my car last week 
To have a visit, so to speak, 
With folks who lived a mite from town 
And seldom ever got aroun’. 
I chanced upon a Mrs. Quail 
A-feedin’ chickens from a pail 
And scattering barley in the dust 
Expecting ’em to lay or bust. 
Still farther down the road I found 
Jim Scroggins with his huntin’ hound 
Who never got it through his head 
That dairy cows may be well fed 
But still produce like all creation 
If they don’t get a balanced ration. 
Around the bend was Hiram Scroggs 
Who had a pen of fifty hogs. 
“A ration,” said he, “don’t be sil, 
They do right well on scraps and swill.” 
I drove back feeling weak inside 
Full conscious of my foolish pride 
For thinking that I was well set 
With all the business I could get. 


So I decided then and there 

To give my self-conceit the air 

And spend a couple of days each week 
A-talkin’ feeding cheek to cheek— 

To play the role of pioneer 

And throw these feeders into gear 

By hammering home like all damnation 
The value of a balanced ration. 

And I believe before I’m through 

I'll double up my sales, don’t you? 


e HARRY COWAN, Spencer Kellogg & 
Sons Sales Corp., Minneapolis, had an in- 
teresting experience while attending the 
convention of the Independent Feed Deal- 
ers of Iowa at Des Moines last month 
He entered an elevator after dining in 
Yonkers tea room and unintentionally 
stepped on a husky individual’s foot. 
When Harry apologized the man smiled 
and said, “I’ll bet this is the first time 
you ever stepped on a bear’s foot in an 
elevator.”” The wise cracker was none 
other than Max Baer of fistic fame, who 
happened to be at Des Moines at the 
time of the convention. 
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WE ALL NEED IT 
Hank: “What is the largest room in 
the world?” 
Josh: “The room for improvement.” 
* 
STREAMLINED THOUGHT 
First Steno: “How short should my 
skirts be?” 

Second Steno: “Let your chassis be 
your guide.” 

* 
FULL DESCRIPTION 

First Lawyer: “You’re a low down 
cheat!” 

Second Lawyer: “You're blankety- 
blank liar!” 

Judge: ‘Now that the attorneys have 
identified themselves we will proceed with 
the case.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 

When Gussie Jane, Cornhay flapper, 
asked for a hair net in the local store the 
other day she told the clerk to give her 
one strong enough to last two dances and 
a car ride. 

Neighborhood gossip has it that Han- 
nabel Henks, the new bride, simply wor- 
ships her husband because she places 
burnt offerings before him every day. 


SUPER-A TO CONTAIN: 


healthy growth. 


Science Guarantees 


SUPER ‘A COD LIVER OIL 


Pictured above is a section of the Gorton-Pew Fisheries Laboratory 
which safeguards the quality and potency of “Super-A” Cod Liver Oil. 


Realizing the importance of poultrymen being absolutely sure of the 
Vitamin Potency of the Cod Liver Oil they feed to their poultry, Gor- 
ton’s are, at great expense, maintaining a modern, completely equipped 


laboratory WHICH NOW GUARANTEES EVERY GRAM OF 


3000 Units of Vitamin “A” per gram 
250 Units of Vitamin “D” per gram 


Use an oil that is guaranteed to prevent rickets and promote natural 


BUY GORTON’S SUPER-A! 


GORTON’S 


WE ARE JOBBERS OF: 


Mill Feeds, Linseed Oil Meal, Soy Bean Meal, Cottonseed 
Meal, Fish Meal, Alfalfa Meal and other Feeds and Feed 


Store Accessories. Write or wire us when you are in the market. 


MAIN 8317 
MINNEAPOLIS 


CAL 


FARM SERVICE STORES, INC. 
JOBBING DEPT. 


554 CHAMBER 
OF COMMERCE 


WRIT 


FOOLISH QUESTION 

Mother: “Are you kissing that Mr. 
Johansen?” 

She: “No, I’m only brushing my teeth 
on his mustache.” 

* * 
DON’T WE ALL 

In controversial moments, 

My perception’s rather fine; 

I always see both points of view— 

The one that’s wrong and mine. 

* * 
ANSWER FOR EVERYTHING 

Booking Agent: “This isn’t a dwarf. 
He’s over five feet tall.” 

Showman: “That’s the wonderful 
thing about him. He’s the tallest dwarf 
in the world.” 

* * * 
IT ALL DEPENDS 

Patient: “Doctor, is there anything 
wrong with me?” 

Doctor: “Yes, but it’s trifling.” 

Patient: “Oh, I don’t think that’s so 
very wrong, is it?” 

* * 
OBEYED ORDERS 

Head Cook: “Didn’t I tell you to 
watch when the soup boiled over?” 

Assistant: “I did. It was half past 
ten.” 

*x* * * 
PLENTY TOUGH 

Hill Billy: “Yes, sir, we’re plenty tough 
in these here parts. There’s Rawhide Pete 
swingin’ from that limb. He got frisky 
last week and we hung him.” 

Tourist: “Why are you letting him 
hang there? Why don’t you bury him?” 

Hill Billy: “Bury ’im! It’ll be another 
two weeks ’fore he’s dead.” 

* * * 
NO SALE 

Jack: “Where have you been for the 
last two hours?” 

Art: “Talking to the blonde at the 
cigar counter.” 

Jack: “What did she say?” 

Art: “No.” 

TOO CONFIDENT 

New Husband: “If I were to die would 
you marry again?” 

Movie Star: “You funny man. What 
gives you the idea I’ll wait that long?” 

* * 
DELAYED TOUCH 

Father: “A nice sort of welcome. I’m 
hardly out of the train and you ask me 
for money.” 

College Boy: “Well, dad, you must ad- 
mit the train was 20 minutes late.” 

* 
TOOK HIM UP 

Dealer: “Yes, sir, I can guarantee that 
this feed will pay for itself in a short 
time.” 

Farmer: “Fine. Put five tons away for 
me and when it has paid for itself send 
it out to my farm.” 
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How Can Organization 


Help Solve Problems 
For Its Members 


Independent Feed Dealers of Iowa 

—since the time of its planting— 
has been intended to grow into an or- 
ganization to protect the feed trade from 
the unfair competition of chain stores 
and trucker-pedlars. 

With respect to the chain stores, we 
agree that the solution of this problem 
is more of an individual than an asso- 
ciation matter. Your association can 
effectively support and possibly even 
sponsor restrictive chain store legisla- 
tion. If successful, this might force the 
chains to pay higher taxes but it couldn’t 
put them out of the feed business. They 
are here to stay and they will continue 
to handle feed as long as they find it 
profitable to do so. As individuals, how- 
ever, there is much that we can do if 
we will only overcome the chain complex 
and get after them just as we would get 
after John Smith, another independent, 
if he started cutting prices in our ter- 
ritory. 


Tire SEED which has become the 


Sell on Price Basis 


We have always maintained that at 
least 90 per cent of the feed business 
done by the chains is obtained strictly 
on a price basis and during the recent 
period of advancing feed markets our 
contention was conclusively proved. You 
independent dealers helped supply the 
proof. Wholesale prices went up so fast 
that you fellows, with stocks on hand 
and cheap feed booked, didn’t have the 
judgment or the heart to raise your re- 
tail prices in line with the market. The 
chains, however, buy from day to day. 
They were forced to follow the market 
and so they lost the business to you 
gentlemen who were, for the time being, 
the bigger “price cutters.” I happen to 
know that chain store feed sales were 
at a lower ebb recently than at any other 
time since they became large handlers 
of feed—and, as you fellows know, it 
isn’t because feed wasn’t selling. 

The feed customers of the chains, 
therefore, are price buyers. Buy or make 
a cheaper line of feed, advertise it as 
being “just as good” or “better,” keep 
your prices at the same or a lower level 
—and you'll get the lion’s share of this 
business without further effort. 

But few people—farmers or city 
“slickers”—are really price buyers at 
heart. There may be a few who will 
always buy the cheapest irrespective of 
value or results but most of us proudly 
want the “best” and, when we’re selling 
feed, it can always be proved that the 
best is the most economical when judged 
by the standard of feeding for profit. 

The way to beat the chains, is to con- 
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By DAVID K. STEENBERGH 
Managing Editor 


vince their so-called price customers of 
the value of quality. Show them that 
results determine value, that the feed, 
irrespective of the original price, which 
produces butter or beef, eggs or broilers, 
pork or mutton at the lowest cost per 
unit of the finished product is the most 
economical and really the cheapest in the 
long run. Be a “Doctor of Feeds and 
Feeding” and give these customers the 
type of service they can’t possibly ob- 
tain from the chain stores and you will 
have solved the chain store problem. 
Trucker-Pedlar Competition 

The trucker-pedlar presents a much 
more serious problem than the chain 
stores. He operates practically without 
overhead and usually without even the 
intention of making any profit on his 
feed business. He can offer either a qual- 
ity feed or a cheap one, whatever his 
customer chooses. In addition, he may be 
here today and there tomorrow and, with 
only one truck, trouble a half a dozen or 
more legitimate dealers instead of only 
one or two. 

We have frankly discovered no ab- 
solutely sure way to beat trucker-pedlar 
competition. As an individual, however, 
you can work toward this end in the 
following ways: 

First, buy your feed in carload lots. 
The carload delivered price to your sta- 
tion is usually the same as it is to the 
station which supplies the trucker. You 
can’t hope to compete with the trucker 
if you get the products you sell into 
your town in the same way he brings 
them in for, in such case, you have added 
overhead necessary for your established 
business in addition to all of the truck- 
er’s costs. 

Second, keep your customers well 
stocked with feed. You know the farm- 
ers in your territory who like to buy from 
the trucker. Cultivate these farmers. Win 
their confidence. Offer them special prices 
on quantity purchases and try to make 
sure, insofar as possible, that they are 
always so well supplied with feed that 
they are not interested in any proposi- 
tion from a trucker-pedlar. 

Third, never buy anything from any 
trucker who ever sells anything direct 
to a farmer. Keep this rule no matter 
what your price advantage may be and 
regardless of whether or not the trucker’s 
direct sale was made in your territory 
or the territory of some one of your 
competitors. It frequently happens that 
a trucker will bring a load of feed or 
grain into a territory, try to sell it direct 


GEORGE A. SCHAAF 


Mr. Schaaf, Schaaf’s Feed Store, Des Moines, 
served as chairman of the organizati itt 
and is now secretary-treasurer of the Independent 
Feed Dealers of Iowa. Mr. Steenbergh’s address 
herewith was delivered at the association’s first 
convention. 


to the farmers and failing in this, offer it 
to some dealer at an attractive price. 
These instances provide your opportunity 
to teach the trucker that it is not good 
business to operate in your territory. 
Refuse to buy and make him take the 
load back home. 
Association Can Help 

As an organization, too, you will find 
ways to curb the activities of trucker- 
pedlars. The association can advocate a 
ton-mile tax on trucks. It can sponsor 
legislation which would require that all 
truckers haul at posted rates filed with 
and approved by some state commission. 
In addition, of course, laws could be 
passed which would require licenses for 
this class of itinerant merchants. 

So much has been said about the chains 
and the truckers at this convention that 
we will now pass on from these two sub- 
jects without further comment. The 
point we have tried to emphasize, how- 
ever, is that although your association 
will be helpful toward correcting these 
two evils, you must not expect it to 
produce immediate results or to work 
any miracle. There are a good many 
ways in which your association can be of 
of immediate benefit to its members and 
it is our purpose to bring some of these 
to your attention. 

(1.) We believe that one of the most 
important functions of any: feed trade 
association is to keep its members in- 
formed with respect to matters of per- 
tinent business interest. Your secretary 
should see that the members are kept in- 
formed on all matters of common in- 
terest through the medium of bulletins. 
The bulletins can be quickly and inex- 
pensively mimeographed and they can be 
mailed in quantities of 200 or more at a 
special third class rate of only 1 cent per 
member. 

Some recent bulletins issued by the 
Central Retail Feed association have cov- 
ered the following subjects: Detailed 
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information as to how to figure and file 
your claim for a refund on the process- 
ing tax paid on the flour you had on 
hand when the AAA was declared un- 
constitutional; suggestions as to how to 
handle your purchases and keep your 
inventory at a minimum as of the an- 
nual date on which it is necessary to 
report the same for tax purposes; de- 
tailed information as to how the distrib- 
ution of relief feeds and seeds was to 
be handled in Wisconsin, what seeds and 
feeds were to be distributed, what coun- 
ties were to receive this aid and who the 
dealers would be required to contact in 
order to get their share of this business. 
In addition, of course, the association 
constantly keeps its members informed 
as to just what the association itself is 


Crop shortages in grain producing areas, while regret- 
table, have created unusual opportunities for feed 
dealers to sell Wayne Pork Maker. Thousands of hog 
feeders are turning to Wayne, the clean, complete, 
mineralized hog feed that helps them to fast, economi- 


cal gains and more pork profits. 


Wayne Dealers are selling more than just feeds, how- 
ever. They are supplying the Wayne Feeding Program, 
a complete plan that has been prepared by the nation’s 
foremost nutritional authorities. Profits are therefore 


doing, when and where it is holding meet- 
ings, what subjects are being discussed, 
that status of fight to secure lower power 
rates, etc. 

Offer Individual Help 

Members are always urged to write the 
association office concerning any special 
problem they may have and through per- 
sonal correspondence they are given ad- 
vice on legal problems, proved formulas 
for special feeds, help in securing delayed 
shipments of favorable purchases, etc. 
This service alone is easily worth much 
more than the cost of membership. 

(2.) Another important trade associa- 
tion function is to help its members get 
together on a more friendly social and 
business basis. ““To promote acquaintance 
and friendly feeling among its members” 


not temporary, but future business is being built on 


solid foundations. 


You can build business with Wayne Pork 


Maker, too. Write for complete informa- 


tion today. 
ALLIED MILLS, Inc. 


Chicago, Illinois 
Mills at Omaha, Nebraska; Peoria, Illinois; East Saint Louis, Illinois; 
Fort Wayne, Indiana; Buffalo, New York, and Portsmouth, Virginia 


SERVICE DEPARTMENT, ALLIED MILLS, Inc., 
Fort Wayne, Indiana. 

Please send us complete information 

about your WAYNE PROGRAM. 
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is the first object listed in the articles 
of organization of the Central Retail 
Feed association and it is also included 
in your association articles. This object 
can best be fostered at association meet- 
ings such as the annual convention and 
district club gatherings. You can’t buy 
friendship but you can get friends, and 
good ones, too, as a bonus with your trade 
association membership. 

District meetings should have a large 
place in your plans for the future. I 
would suggest that you surely hold at 
least one meeting this fall in each of the 
nine districts from which you have elect- 
ed your directors. 

In the Central Retail Feed association, 
we call this bringing association service 
out to the trade. The district meetings 
enable us to reach at least twice as many 
dealers each year as we do at our annual 
convention. The president or vice pres- 
ident and one or two directors are always 
present and the meetings provide the only 
direct contact we have with some of our 
members who do not attend the conven- 
tions. 

Feature Important Subject 

It’s always good to have a “theme 
song” for each series of district meetings. 
Last fall we took expert barley men 
from the Milwaukee Grain & Stock ex- 
change to all meetings. They gave helpful 
talks and estimates of Milwaukee values 
on samples brought to the meetings by 
the dealers. 

Other successful themes have been 
talks on fire insurance rates, how they 
are compiled and what the dealer can do 
to secure reductions; poultry diseases 
and remedies; grinding costs and charges; 
handling of relief feeds; operating on a 
cash basis; direct selling, etc. 

The usual program for each meeting 
also includes an association talk by one 
of the officers, an experience talk by 
one of the local dealers, opportunity for 
general discussion, and a_ get-together 
dinner. All dealers in the district, whether 
members of the association or not, are in- 
vited to the meetings. 

Much good has been accomplished. | 
know towns where foolishly personal cut 
throat competition has been eliminated, 
where former business enemies now ex- 
change information on markets and cred- 
its, where present friendly competitors 
now split carload purchases when the 
market seems unfavorable and during the 
in between seasons. I know towns where 
dealers are honestly proud to say “my 
competitor is my friend.”” We can thank 
the association and its district meetings 
for all this. 

Try to get your districts organized on a 
permanent basis but make it a very sim- 
ple and informal organization and don’t 
try to hold too many meetings per year. 
Two or three, or four at the most, should 
be enough. Let the dealers in each dis- 
trict decide what they want and encour- 
age them to handle the arrangements. 
The notices, however, should be mailed 
from your central office. 

Watch All Legislation 

(3.) After keeping its members in- 
formed and promoting their friendly ac- 
quaintance there are certain regular jobs 
which every worthwhile trade association 
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must perform. These days, the first of 
the regular jobs is to watch all legisla- 
tion and all other governmental activity 
which might directly or indirectly have 
any bearing on the industry. The central 
association has done considerable work 
of this type and we will point to a few 
examples. 

During two different legislative ses- 
sions, bills were presented which would 
have made open formula branding of 
all feed compulsory in Wisconsin. This 
would have destroyed the value of every 
established brand name (whether your 
own or that of some large manufacturer) 
for if the formula was printed on the bag 
the same feed could readily be made by 
every interested competitor. 

A compulsory open formula law would 
also put a premium on dishonesty. You 
could make or sell an honest feed (strict- 
ly adhering to the stated formula) and 
then some unscrupulous competitor could 
offer the same feed (at least insofar as 
the stated formula was concerned) and 
sell it for less because he could safely 
cheat on the formula, secure in the 
knowledge that it is impossible for any- 
body to take apart a feed after mixing 
and check the proportion of the mix. 

The Central Retail Feed association 
successfully blocked passage of this bill 
but it was a hard fight which could not 
have been won had the Wisconsin feed 
trade been unorganized. 

Another time, the legislature was con- 
sidering a bill to confine the sale of all 
poisons to drug stores. The bill seemed 
harmless until we discovered that in- 
secticides were included. Our members 
sell thousands of dollars worth of in- 
secticides each year and so we went to 
work among the state senators and as- 
semblymen and saved this business for 
the feed dealers. Your association should 
check every bill presented at the next 
session of the Iowa legislature, regardless 
of whether or not the word “feed” is in 
its title. 

Introducing New Laws 

These two examples were of bills de- 
feated or altered to protect our inter- 
ests but the association’s legislative job 
also includes, when necessary, the spon- 
soring of new laws. 

We will cite the NRA as the outstand- 
ing example of governmental activity 
which became a trade association job. 
The Central Retail Feed association fur- 
nished the secretary-treasurer of the feed 
trade code committee, one of the directors 
of the National Federation of Feed As- 
sociations and it sent an able past pres- 
ident to Washington to appear at a series 
of code hearings. 

The committee held out for a worth- 
while code—or none. Obtaining none, we 
saved the feed trade hundreds of thou- 
sands of dollars needless expense as code 
assessments. You dealers who handle coal 
and paid the coal code assessments know 
just what this saving meant to you. 
Without efficient organization, we might 
have accepted any code and its adminis- 
tration would have been an expense to 
every feed dealer in the country. 

Another regular job, or so it has be- 
come, is the work with the government’s 
drought relief agencies. We have a com- 
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mittee constantly watching this proposi- 
tion and, as a result, all feed and seed 
relief in the state of Wisconsin has been 
handled through local feed dealers—and 
at a profit to the dealers. 

Special Projects Helpful 

(4.) The last major activity I will dis- 
cuss may be called special projects. They 
provide an opportunity for leadership 
and center the interest of the member- 
ship. We will cite three examples of what 
we mean from the experience of the 
Central Retail Feed association. 

Several years ago Wisconsin dealers 
were all complaining about the high cost 
of electric power. Many paid more for 
the power necessary to grind a bag of 
feed than they could collect from the 
farmer for the job. Worse than that, 
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several power companies were advertising 
to the farmer urging them to buy home 
grinders which could grind for “less than 
2 cents a bag” while the average power 
charge paid by the dealers was over 5 
cents. 

We went to the public service commis- 
sion with our complaint and then, under 
the direction of its experts, made a com- 
plete survey of power costs, grinding 
charges, power rates, etc., over the entire 
state. We showed that the rates charged 
dealers five miles apart occasionally varied 
as much as 100 per cent. 

It was mighty slow getting results but 
today all but one of the major power 
companies have made some reductions. 
We are keeping after that one and ex- 

(Continued on Page Forty) 


DROUTH! 


$200 to $400 Extra Profits yet this year 


GENT 


MINERAL MEAT MEAL 


—Sells at Same Price as Tankage—but 


PROFIT of Tankage 


Cash in on high corn prices with Sargent Mineral Meat Meal. 
It’s what hog feeders are looking for right now. One pound 
saves ten pounds of corn. One bag feeds as far as two bags of 
tankage. Yet Mineral Meat Meal sells at the same price as 
tankage—and at half the price of ordinary mineral. 


DOUBLES AND TRIPLES 
SALES IN SIX MONTHS 


“‘In checking over our records we find that we 
have sold 24 tons of Mineral Meat Meal in 
the last few months, and some six tons of 
Molasses Mineral Meal. We never handled any- 
thing that seemed to build business on its own 
merits like these two feeds."’—A. E. Stewart, 
Winslow Cooperative Assn., Winslow, II]. 


—And you make Four Times 
the profit you would make on 
Tankage! Here’s a feed 
“timed” to hit the bulls-eye in 
today’s market—and to dou- 
ble and treble dealer profits. 
Write today for attractive 
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proposition and prices. Strike 
while the iron is HOT! 


MAIL COUPON NOW 


SARGENT & COMPANY 
Des Moines, Iowa. 
Send Free details on how I can make from $200 to 


$400 extra profits this year on Sargent Mineral Meat 
Meal. No obligation. 


ADDRESS 


SARGENT & CO., DES MOINES, IOWA 


Investigate the complete line of Sargent Feeds for Poul- 


try, Hogs, Dairy Cattle and Beef C 
—famous for 48 years. 
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Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


° Any Grade 
°* Any Quantity 
* Any Time 


MINNEAPOLIS MINNESOTA 
Write or Wire for Quotations 


DAISY BATCH FEED MIXERS 


The finest batch mixers on the market. 
Horizontal type. Capacity 1% to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
loading hopper. Motor or belt drive. 
Write us for complete information and 
iw factory-to-user prices. 


ams R. R. HOWELL & CO. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


STRUVEN'S FISH MEAL 


» The economical source of Proteins and Minerals in this market « 


WRITE... WIRE... o PHONE 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


FOR MODERATE PRICES, PROMPT SERVICE ON ANY QUANTITY OF . 


New MENHADEN FISH MEAL 


Just made from the Whole Fish — fresh from the Sea 


Retail Dealer Discusses 
Trade Problems 
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bad and in many cases trick methods are 
used and dishonesty practiced. We have 
many examples in our own state where 
dealers and farmers have been actually 
cheated and tricked out of hundreds of 
dollars by truckers who had no financial 
responsibility or who felt no moral obli- 
gation. I shall not enumerate the many 
tricks in this trade. You are conversant 
with them and probably have your own 
way of dealing with them. 


The highways, of course, must be open 
to the driver of any car or truck so long 
as he obeys the law. We already have 
laws on our statute books that seek to 
protect the individual against fraud and 
thievery but the practices of many truck- 
ers are so sharp and transportation so 
fast that the culprit is often beyond state 
lines before he is apprehended and this 
further complicates the situation. I am 
not qualified to say what could be done 
by the state to control this situation. 
But, in the meantime, we should safe- 
guard ourselves by being very cautious 
when transacting business with these 
strangers. Let us remember that they are 
not, as a rule, financially responsible. 


Another problem they present is of 
particular importance for the reason that 
much, grain is taken by the trucker di- 
rect from the farm which should and 
does as a rule find its way to the local 
mill or elevator. This loss of grain 
contracts the dealer’s volume and at the 
same time increases his cost of handling 
per bushel. It is not an easy matter to 
convince the producer that he should 
sell his products to other than the 
highest bidder, but we can suggest to him 
that he should be sure the highest bid- 
der is at the same time a responsible buy- 
er. Many farmers have sold their grain 
to these truckers at prices above those 
offered by his local dealer but he has not 
always received his money and that is 
important in any business transaction. 

Problem No. 4—Credits and credit 
obligations of customers. If it were pos- 
sible for all business to be conducted on 


‘a strictly cash basis, one worry of the 


business man would end. Since, how- 
ever, the larger part of the nation’s busi- 
ness is transacted by credit we must 
seek every means possible to keep that 
credit standing high and losses low. If 
credit transactions are made some losses 
are sure to come and these losses must 
be considered by the dealer when he 
establishes his selling price. We are in- 
clined to spend much time in making 
sales but fail to give sufficient attention 
to closing the transaction because no 
transaction is completed until full pay- 
ment is made. 

Our efforts are mostly directed toward 
sales meetings and credits and credit 
problems are neglected. I presume it is 
because we do not like to discuss such 
an unpleasant subject and therefore avoid 
it. It has been an old custom with the 
farmer to settle his accounts at such 
times as he deems best. In other words, 
he makes his own terms of settlement. I 
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can recall, years ago, when I worked in 
a small town general store that many 
farmers were carried from harvest to 
harvest. That credit condition has ma- 
terially improved. It is now the exception 
instead of the rule but we have a long 
way to go before the improvement de- 
sired has been reached. Most of the mer- 
chandise bought by the feed dealer is paid 
for on delivery and some dealers are now 
selling on cash terms and I am told in 
most cases are meeting with success. 


Problem No. 5—IJn addition to feed, 
what other merchandise may the dealer 
handle profitably and wisely? The trend 
of merchandising in most lines within 
the last decade has been toward the de- 
partment store plan. This idea has gained 
tremendous momentum during the last 
five years and today in a drug store you 
may have your prescription filled by a 
registered pharmacist and while it is 
being compounded, eat your lunch, choose 
your Christmas gifts, purchase your cigar 
or cigarettes, and buy your wife a sew- 
ing machine. 

The feed dealer in searching for addi- 
tional lines should consider several im- 
portant factors: 

1. Does the line considered tie up with 
the feed business? 

2. Is the community already being 
properly served with the merchandise 
considered? 

3. What additional cost will attend the 
selling of the new line? 

4. Are you properly organized to han- 
dle additional business? 

5. What special training is needed to 
be reasonably sure of success? 

Several dealers in recent years have 
looked first toward baby chicks as a 
profitable addition to their line and then 
have added seeds, remedies and better 
poultry equipment. Some have entered 
the buying of eggs, cream and poultry. 
It would appear that any or all of the 
above named could well be classed as 
desirable lines, provided the factors al- 
ready mentioned have been satisfactorily 
answered. I believe, however, the majori- 
ty of dealers, especially those of us with 
a small organization, prefer to stay well 
within the direct limits of feed mer- 
chandising believing therein lies the best 
opportunity to serve. 


Problem No. 6—The growing inter- 
ference of government in business. This is 
the greatest fear facing the business 
man today. It is especially true if he 
is engaged in the grain business, although 
you can scarcely read the resolutions 
passed by any state or national conven- 
tion of business men without noting their 
protest against government interference 
in private enterprise. No individual or 
group of individuals can successfully com- 
pete with the government when it enters 
private business as a competitor. Disor- 
ganization, dismemberment and_bank- 
ruptcy will follow as surely as day fol- 
lows night. Government interference in 
business, of course, is not as bad as gov- 
ernment competition in business but too 
often government interference leads to 
government competition. 

_ Some will say this is a political ques- 
tion and I agree. But you can’t divorce 
this important problem from the other 
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problems confronting us today, because 
it is ever present. You can scarcely make 
a business decision today without giving 
consideration to governmental policies and 
their effects. This throttles business, 
strangles the individual, retards progress 
and lends no encouragement to the gen- 
eration that follows. 

Although certain lines of business may 
be at the moment but little effected di- 
rectly, they, however, see how govern- 
ment has interferred in other lines and 
the fear of interference in their field 
is ever before them. The employment of 
government money at low interest rates 
by certain groups who propose to enter 
the field as a competitor of private busi- 
ness is a good example of governmental 
interference in private enterprise. May I 
remind you that the money being loaned 
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is your money but it is used to compete 
with you, not to help you, and is prob- 
ably loaned without adequate security and 
the management of the business enter- 
prise may be controlled by inexperienced 
hands. 

You hear the talk of eliminating the 
middle man and thus saving the profit 
he exacts for exchange of goods and 
services rendered. In the distribution of 
goods some costs always attend the trans- 
fer of ownership. I challenge anyone to 
successfully contradict that statement. Is 
it possible for those inexperienced in the 
marketing, processing and distributing of 
goods to render that service as econom- 
ically as those who have spent years and 
years in that line of service? What ben- 
efits are to be derived from such a pro- 
gram? 


WHY NOT? HE 
SELLS SO MUCH 
j FUL-O-PEP 
_| HE HADTO GET, 
A NEW ONES 


PAYS THE USER AND DEALER, TOO 


The poultry keeper measures the worth of any egg mash by 
the number of eggs he sells and lower mortality among his 


good layers. 


Commercial egg producers in all sections of the country find 
Ful-O-Pep Egg Mash, fed the Ful-O-Pep Way, the answer to 
their search for an economical and effective feed that will pro- 


duce eggs at a profit. 


Their continued year after year purchases of Ful-O-Pep indicates 
that they have found it profitable to use this feed. 
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or to sell. 


THE QUAKER OATS COMPA 


Dept. 15-J, 141 W. Jackson Blvd. 


To the Quaker Dealer, who supplies their 
feed requirements, it means steady year after 
year sales and profits. 

Recommend Ful-O-Pep Egg Mash to your 
poultry keepers. It will help them get more 
big, sound shelled, premium eggs from their 
hens. Quaker Feeds are always the best to use 
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Merchandising Farm Supplies 
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the finest type of news. Build your best feeding records or 
crop records or machinery performance records into local 
newspaper ads. Write the records up interestingly—lay them 
out attractively, and then you needn’t fear that they won’t 
be seen and read by those who are truly interested. 

General copy may also be newsy. All of your customers 
don’t know everything to be known about the lines you carry. 
Tell them in an interesting fashion when improvements are 
being made. And when new items are added to the line, pass 
that news along. 

Practically all of the bigger manufacturers are cooperating 
with local dealers to the extent of furnishing complete ads in 
electrotype or mat form for the use of local dealers. Space is 
provided for setting the local firm name and address. Much 
of this material has, in the past, been subject to criticism in 
that the manufacturer hadn’t provided adequate space for the 
retailer’s name. Manufacturers are realizing today, however, 
that they can’t get their material used if they don’t give the 
dealer an even break. The chief advantage of these manu- 
facturers’ cuts is that they are usually based upon national 
ads, and so furnish a direct tie-up to the national advertising. 

The manufacturers are also willing to supply individual cuts 
to be used with the dealer’s own copy. Frequently it’s a good 
plan for the dealer to write his own copy. If he signs his name 
to an ad, people more or less expect the ad to reflect him. 
All too often the manufacturer’s copy is too highly polished— 
contains too many obviously clever expressions and is sprin- 
kled liberally with rows of dots, entirely foreign to the reading 
habits of the average American. Such ads draw attention to 
their cleverness rather than on the goods advertised. 

The Miniature Newspaper 

The type-of newspaper advertising that has become quite 
popular within the last several years is that of the miniature 
newspaper. This is an ad in the newspaper but made up in the 
form of a little store paper. This ad is usually headed with a 
name just as a regular store paper would be. It is arranged 
in columns, and contains quite a sprinkling of personal items 
about customers as well as advertising paragraphs. 


Classified Advertisements Often Effective 

Every now and then a dealer tries the classified columns and 
finds that he has been overlooking a real “advertising bet.” 
If the paper runs columns of “farm wants” and “for sales,” 
such ads are apt to catch the eye of a number of prospects. 
A variation of the classified plan is the use of “readers.” These 
are advertising items written up in the form of news’ items 
and intended to be run in the news columns. The rate for 
reader ads is usually very high. Readers should be distin- 
guished from publicity stories which are discussed later in this 
chapter. 

Co-operative Advertising Cuts Costs 

Newspaper advertising cost can frequently be cut by run- 
ning ads on a cooperative basis. If the paper circulates rather 
widely through a county in which there are two, three or more 
dealers handling the same line a single ad can be prepared 
and each of the dealer’s names included in it. The advertisers 
will pro-rate the cost on an equitable basis according to the 
circulation they use if such figures are available from the 
paper. 

Manufacturers sometimes offer to cooperate with their deal- 
ers by paying a percentage of the cost of newspaper adver- 
tising. If it pays you to use newspaper advertising, it will pay 
you to take advantage of those propositions. However, if you 
don’t think your local paper is a good proposition in which to 
invest, it’s still a doubtful value even though the manufacturer 
helps you pay the bill. 

Another form of cooperative advertising is that in which 
the local dealer includes the name of his sub-dealer. Usually 
the local dealer pays the entire cost, and uses this advertis- 
ing as a sales point in selling those dealers. 


How to Get Free Publicity 
In addition to paid advertising, wide-awake dealers can usu- 
ally get free publicity in their local papers—actual news stories 
telling of the records made by some of his customers. If a feed- 


er makes a record in a ton litter contest or gets exceptional 
results from his dairy cows or chickens, that is news to the 
other farmers in the section and his method of getting those 
results is news. Most editors are willing to accept the facts 
on that basis and use them in the news columns. Many of 
them actually’ mention the name of the product that a cus- 
tomer has used to get the results. But even if an editor won't 
do that, you can still use the news clipping from his paper 
in your personal selling, and point out that it was your prod- 
uct that made the record. So, too, if you or one of your firms 
should attend a convention or should receive some sales hon- 
ors let the paper know about that. If you build a new addi- 
tion on to your store, or rearrange the interior, or have a 
“Farmers’ Day”—keep your editor informed. 

If you will give the facts to your editor, he will know how 
to put them together. On the other hand, if you can hand the 
editor a well-written story containing the facts, it will save 
him some time and you may stand a better chance of getting 
the material into the paper. These few suggestions are in- 
cluded in order to help you in the preparation of publicity 
material. 

Writing the “Lead”—The first paragraph of a news article 
is called the “lead.” Notice your newspaper and you will find 
that the gist of the entire story is usually included in that first 
or lead paragraph. All that follows is elaboration. A good lead 
should tell: Who? What? Where? When? Why? 

The first four of these W’s are present in virtually every 
good lead, and the fifth sometimes. For an example of a lead 
containing the vital information, take the following paragraph: 

Fred Smith, 11 year old son of Richard Smith of 
the Thunderstruck road, returned from the county 
fair last week with a blue ribbon, awarded his yearling 
calf which he showed in the Boys’ and Girls’ Calf 
club exhibit. This year is the first year that Master 
Smith had an entry in the fair. 

Who—Fred Smith, What—won blue ribbon, Where—at 
county fair, When—last week. 

There you have a satisfactory lead—nothing missing—all the 
news told. Whatever follows in the other paragraphs simply 
builds up interest by telling additional details. We might 
mention in the next paragraph that Fred was a good student 
who had been inspired to fit the calf for the show by his voca- 
tional agriculture teacher. A third paragraph might tell some- 
thing of Fred’s method of handling and feeding the calf. 
Probably there should be a final paragraph giving Fred’s 
comments about his experience. 

The following few concrete hints will help you to prepare 
more acceptable news material for your paper: 

1. Be sure that the first paragraph contains the four W’s; 
2. Give only facts, not opinions; 3. In writing names, always 
give first names or both initials. Do not write: R. Smith, or 
Miss F. Jones; 4. Never abbreviate; 5. Be accurate, verify all 
names, figures, quotations, dates, locations, titles, etc.; 6. 
Avoid long paragraphs and long sentences; 7. When you've 
told the facts, stop. 

Preparation of Newspaper Advertising 

The traditional method by which the retailer prepared news- 
paper advertising was not to think about it until an hour or 
two before the paper went to press. Then when he finally 
awoke to the fact that an ad was due, he would either say, 
“Run the same one you ran last week,” and forget about it 
or quickly grab a piece of wrapping paper and_ hurriedly 
write something. No wonder so many retailers have “soured” 
on advertising! 

As will be pointed out later, a store’s advertising should be 
outlined from one to three months in advance. Certainly, if 
an ad is expected to pay, the dealer should expect to put in a 
little time on its preparation. If he has his advertising planned 
he will know that during a certain week he will want to fea- 
ture a certain commodity in a certain way. If he writes his 
own ads he should get away from the hustle and bustle of the _ 
store and sit down and do some real thinking about what he 
wants to say—thinking that will assure the orderly arrange- 
ment of his material. Then after he has written the ad, it is 
well to lay it aside for a day to get “cold.” Then he should 
go over it again and see where he can strengthen the lan- 
guage. 

When he is sure he has done his best on the copy he should 
give due consideration to the lay-out. He can draw in the 
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border the size he wants. He can indicate how much space he 
wants the type and illustration to take and about how large he 
wants headings. Then he will be reasonably sure of getting an 
advertisement that does look like something. 

Another thing too often neglected is the matter of proof. 
Don’t leave all the proof'reading to the newspaper. Insist 
that they send you a proof of your ad. Read it carefully and 
insist that they set it the way you want it. 

Merchandising Newspaper Advertising 

If each man on a baseball or football team plays his own 
game there'll be few victories. The winning team is the one 
on which all the men cooperate with each other—play together 
to accomplish their end—the securing of runs or goals. So it 
is with advertising. The more effectively you can knit all parts 
of your advertising program, the more successful it is likely 
to be. 

Merely to run an ad in the newspaper and call it a day is 
not taking fullest advantage of that advertising. Here are a 
few ways in which you can merchandise that newspaper ad- 
vertising and so increase its power: 

1. Get extra proofs from the paper and paste them on your 
store window and in your office or sales room where custom- 
ers can see them. 

2. Have the paper print extra copies of your ad (the cost 
is slight). Distribute these extras as you would circulars or 
mail copies to customers whom you are particularly anxious 
to have see the ad. If they have already seen and read it in the 
newspaper, then the mail follow-up will make an extra worth- 
while impression. This plan is especially recommended if your 
ad includes an exceptional record or the announcement of a 
new product. 

3. Include a postscript on all sales letters you send out call- 
ing the attention of the customer to something special which 
will appear in the following week’s newspaper ad. 

4. Carry proofs of these ads along with you on your per- 
sonal selling trips. “Did you see the remarkable record in 
last week’s paper?” you'll ask the customer and so get his 
interest and also tie directly to the newspaper advertising 
program. 


MILL ROSE 


FLOUR 


A-C FEEDS 


build business 


Mixed Cars our Specialty 


ISCONSIN MILLING CO. 


Menomonie, Wisconsin 


KANE SYRO 


fresh, supply. 


tank cars or barrels. 


PHILADELPHIA 


FEEDING MOLASSES 


Som b yoru/ 


A genuine cl Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million and a half gallons each, provide a constant, 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 


"PENNSYLVANIA 
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W. M. BELL COMPANY 


GRAIN & STOCK EXCHANGE - MILWAUKEE, WIS. 


40 Years of Satisfactory Service 
. We Solicit Your Patronage. . 


W. A. HOTTENSEN 
PRESIDENT 


R. G. BELL 
VICE PRESIDENT AND TREASURER 


F. B. BELL 
SECRETARY 


SCICICIC 
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We urge you at this time to cover a portion of your 
requirements of millfeeds and concentrates for winter 
feeding. Please wire us for prices on deferred ship- 


ments. 


FARLEY FEED CO. 


JANESVILLE 


WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
We will be glad to quote on carloads or L. C. L. shipments. 


HYGENO LITTER 


LAPP’S HYGENO POULTRY LIT- 
TER is Dustless .. Medicated . . Fireproof. 
It is especially treated with chemicals mak- 
ing it distasteful to chicks and poultry and 
also giving it disinfectant properties to 
improve sanitation. 


WE SPECIALIZE IN CONGENTRATES 
Minneapolis, Minn. - - - 


Nevada, la. 


VACTO-LAC 


Why take chances with 
poor Hatches? Lapp’s 
VACTO-LAC increases 
production . . Hatchability 
. . Livability. Hatcheries are 
demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 
to twenty per cent. 
Write now for prices and 
information. 


MILL MACHIN ERY 


Get our New Low Price on the 1936 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1936 Model 
Feed Mixer 


THE DUPLEX MILL & MFG. 


co. 


SPRINGFIELD, OHIO 


e40¢ 


Steenbergh Cites Benefits 
Of Feed Associations 


(Continued from Page Thirty-five) 


pect it will yield i in the near future. Then, 
as we feel the rates are still too high, 
we will go after them all again. We 
work, of course, with a cooperative atti- 
tude and try not to antagonize the util- 
ities or the commission. 

A more outstanding example from the 
point of view of starting something new 
is the Central association’s Honor Roll. 
It is intended to curb direct selling by 
wholesalers to consumers. 

Cites Honor Roll Plan 

Black lists, as you know, are illegal. 
So, the Honor Roll is a “white list.” 
Any manufacturer, miller, jobber or other 
wholesaler who will write the association 
advising that he wants to cooperate with 
established retail dealers and will not sell 
to consumers at wholesale prices is given 
a number and a place on the Honor Roll. 

He may use his number to advertise 
that he is on the Honor Roll and all re- 
tailers, both members and non-members, 
are urged to show their appreciation by 
doing their buying from firms on the 
Honor Roll. Copies of the Honor Roll 
are mailed to all dealers at regular in- 
tervals and they are requested to watch 
for changes—both additions and _ re- 
movals. There have been few complaints 
of violations of the agreement and no 
removals to date although two complaints 
are still pending. 

You will probably be interested to 
know that sales to trucker-pedlars are 
considered sales to consumers. Over 500 
feed dealers have signed pledge cards 
agreeing, insofar as it is at all possible, 
to buy only from Honor Roll firms. We 
sincerely believe that the Honor Roll is 
the most effective plan to combat the 
direct selling evil that has. ever been 
tried in the feed trade. 

Working With 4-H Clubs 

The third special project was an- 
nounced at our last convention and is not 
yet in operation. Within another month, 
however, the Central Retail Feed associa- 
tion will make two awards each month 
for outstanding achievement in 4-H 
club activities. A committee from the 
state headquarters of the 4-H clubs and 
from the association will select the Boy- 
of-the-Month and the Girl-of-the-Month. 
Publicity concerning the selections will 
be supplied to the newspapers and farm 
papers—the local releases mentioning the 
name or names of the local association 
members. 

Each Boy-of-the-Month and_ Girl-of- 
the-Month will receive a handsome pin 
(something like the college fraternity 
pins), a special certificate and a small 
check which will be tendered in payment 
to the winners for photographs and a 
story of their 4-H club work. 

The pin and certificate will be mailed 
to the association member located near- 
est to each winner’s home. Our member 
may make the presentation personally by 
going out to the home or arrange to do 
it at some regular or special community 
gathering. 
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Employment Bureau 


A complimentary service—Address your 
inquiries to The Feed Bag. 


POSITIONS AVAILABLE 


Feed Salesman to sell line of commercial feeds 
to dealers and feeders. Must have successful 
sales record in some agricultural line which 
provides good farm background. Age 27 to 38 
preferred. Salary and bonus. Refer to 1062-A. 


Salesman with commercial feed experience to 
sell established quality line in Wisconsin. One 
qualified for poultry service work preferred. 
Excellent permanent proposition for right man. 
Refer to No. 1063-A. 


Feed Salesman for commercial feed manufac- 
turer who has developed line of concentrates 
for poultry, dairy and hog feeds. Desires serv- 
ices of live-wire experienced salesman for Ohio, 
Michigan, West Virginia and Virginia. Salary 
and expenses. Give full details about self in 
first | eels experience, etc. Refer to No. 
1064-A. 


Salesman who knows the Michigan trade and 
who has had recent successful experience selling 
commercial feeds. Good position for right man. 
Refer to No. 962-A. 


Traffic Manager and Accountant. Experienced 
in transit work and bookkeeping in grain and feed 
industry. State past experience, references, salary 
and personal qualifications. Refer to No. 963-A. 


Four Salesmen. To cover feed dealers and job- 
bers in Michigan and Indiana and territory 
west of those two states. Want capable and 
dependable men interested in permanent posi- 
tions. Salary. Refer to No. 865-A. 


POSITIONS WANTED 


Manager or Assistant for retail feed business. 
Experienced in and knowledge of wholesale and 
retail selling, feed mixing, buying and man- 
agement. Willing to start at bottom and prove 
worth. Prefers position in Minnesota or neigh- 
boring state but willing to work anywhere. 
Age 42, single. Refer to No. 1061. 


Feed and Grain Executive. Twenty years ex- 
perience in all departments of business. Knows 
buying and selling, options, consignments, im- 
porting and exporting. Able to manage office 
and handle traffic. Excellent references. Age 39, 
married, two children. Refer to No. 961. 


Assistant Feed Miller or Buyer. Wants op- 
portunity to make good with successful feed 
manufacturer. Agricultural college graduate, 
born on farm, with good references and some 
experience. Age 25, single. Refer to No. 861. 


Chemist-Feed Analyst. Fifteen years experi- 
ence. Will work anywhere in United States. 
Can furnish good references. Age 39, married, 
two children. Refer to No. 862. 


Salesman-Service Man. Eleven years experi- 
ence. Has background of farm training in addi- 
tion to college education in agriculture. Will- 
ing to work anywhere. Age 39, married, two 
children. Refer to No. 863. 


Chain Feed Store Executive. Knows manage- 
ment, merchandising and buying. Has profit 
making record through depression. Good refer- 
ences. Willing to work anywhere in right 
pag gy Age 39, married, one child. Refer 

o. 867. 


4-H Club Prizes Awarded 
By King Midas Mill Co. 


King Midas Mill Co., Minneapolis, has 
announced the winners of scholarships 
offered annually to the three outstanding 
4-H club girls in Wisconsin. 

First prize of $100.00 was awarded to 
Miss Elda Jandt, Peshtigo, and second 
prize of $75.00 went to Miss Anita Kem- 
merer, Clinton. Both of these girls will at- 
tend regular classes at the University of 
Wisconsin, majoring in domestic science. 

A third prize of $25.00 also awaits a 
winner who will be announced later. This 
money is to be used to defray expenses 
of the winner at the short course in bak- 
ing held in June of each year at the Uni- 
versity of Wisconsin. 
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Sate- Effective-Economical 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ’round profit maker. 


How HTH-15 is Used 

Poultrymen use HTH-15 as a dust to control colds and other respiratory CHECKS COLDS, ROUP, 
diseases. They put a little in drinking water to check spread of disease. They BRONCHITIS*STERILIZES 
use HTH-15 solutions to disinfect incubators, brooders, poultry houses POULTRY EQUIPMENT 
and equipment. 
meets the requirements of sanitary codes everywhere. It is 

safe to use on dairy metals. 

Comes in Powder Form 

as needed. No waste from loss of strength, 

container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 
Easy to handle—easy to use. A handy mea- ia 
Write for full details of our dealer proposition. 


ment. It kills bacteria, keeps bacteria counts low. HTH-15 
suring spoon in every can—just add to water 


STERILIZES DAIRY EQUIPMENT 


KEEPS BACTERIA COUNTS LOW 
613 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
2 
Let us include MINNESOTA GIRL 


FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC, Minneapolis,, Minn. 


COMPLETE IN AMINO ACIDS 


A substitute for Dried Milk Products in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


RD. 
RYDE & COMPANY 


Ryde’s Cream Calf Meal—The Cream Quulity Calf Meal 


Sell Poultry ..Dairy Sanitation at a Profit | 
| 
| 
pe The MATHIESON -ALKALI WORKS (Inc.) + 60 EAST 42nd STREET, NEW YORK i 
GIRL 


Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


BB TENNANT & HOYT Co. 
LAKE CITY, MINN. 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully blended 
to assure constant uniformity, thereby meeting the demands of the 


most discriminating. 
(A Most Profitable Base for Feed Manufacturers ) 


WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


e| * All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Ia Corn Germ Meal and Gluten Feed 
ROSENBAUM BROTHERS, Chicago, Ill Grain 
VANDERSLICE-LYNDS CO., Kansas City, Mo..................2-----ceeeeceseeneeeeeceeeeeeeeeese Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb Cond d and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC., New York City Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Products 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal...............------ Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION CLO-TRATE Concentrated Cod Liver Oil 


fomYOUR FEED BUSINESS 


Contains All the Vitamins... A, B, C, D, 
E, and G in Highly Concentrated Form 


... makes a better mixed feed .. easy to mix .. . reduces investments 
in stocks . . . takes hidden weaknesses and guesswor 
out of feeds and feeding. 

Complete, tested advertising and selling plan furnished FREE to 
each VITAMELK FEED MANUFACTURER. .. . Be your 
district's exclusive VITAMELK FEED MANUFACTURER. 

Send for full information at once. 
DISTRIBUTORS CONVENIENTLY LOCATED IN EVERY STATE 


VITAMIN. F008, 

CONTAINS ALL 

Vitamins-ABCDERG 

A 


4300 SO. DAMEN 
DAWE’S PRODUCTS CO. 


e HARRY WEINSTEIN, Harwein Feed 
& Fuel, Babylon, L. I., N. Y., returned 
recently from a honeymoon trip to Cali- 
fornia and Hawaii. 


e R. J. TOPEFER, SR., Tarentum, Pa., 
spent his vacation with his wife touring 
the western states, 


ae 


@ FARMERS MILLING CO., Embar- 
rass, Wis., has painted its building and 
loading platform a brilliant orange which 
shows off the establishment for miles 
around. 


e DU BOIS MILLING CO., Du Bois, 
Pa., has installed a new hammer mill. 
@¢ MARLON BRANDO, Calcium Car- 
bonate Co., Chicago, Ill., underwent an 
operation, September 18, at St. Luke’s 
hospital. He is rapidly regaining his 
health and expects to be back on the job 
“as good as new” in the near future. 
JOINS McMILLEN 

Roy N. Hall, Chicago, will take over 
the presidency of the Central Sugar Co., 
Decatur, Ind., November 1 and at that 
time will also become executive vice 
president of the Central Soya Co. and 
the McMillen Feed Mills of which D. W. 
McMillen is president. The announcement 
was made at a banquet featuring a two- 
day meeting of salesmen of the McMillen 
Feed Mills. Mr. Hall is a graduate of 
Wabash college and is a certified public 
accountant. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 
GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


e420 


THE FEED BAG — October, 1936 _ 


: ‘ 
(4) 
& 
a 
GOlden 
i 
3 
= 
= 


Morrison Escapes Death 
In Revenge Plot 


Dr. F. B. Morrison, author of Feeds 
& Feeding and a contributor of many 
articles to The Feed Bag, probably owes 
his life to a sudden shower which de- 
tained him from arriving at his office 
while conducting students on a tour of 
the campus of Cornell university, Ithaca, 
x. ¥. 

In what police described as a care- 
fully planned “revenge scheme,” Harry 
L. Jeffery, a former janitor of the school 
went to Dr. Morrison’s office and fail- 
ing to find him shot to death, Viola Elver, 
office employee, and then killed himself. 

Dr. Morrison explained that the work 
of the janitor had been unsatisfactory 
and that he had been called to the office 
for an interview. The shower of rain 
prevented Dr. Morrison from arriving at 
his desk at the appointed time. 


e KUEHN & DAMERAU, Fairwater, 
Wis., have improved their plant by giving 
it a coat of aluminum paint which makes 
it stand out strikingly among the sur- 
roundings. Mr. Damerau collects Indian 
relics as a hobby and recently placed a 
totem pole in front of his house. His 
many friends expect to see him wearing 
the regalia of a chief soon. 


eR. TURNBULL & SON, Lapeer, 
Mich., has constructed a new office and 
feed grinding equipment is to be installed 
in the old office space. 


) PHONE US for... 


MILLFEEDS 

LINSEED OIL MEAL 
SOY BEAN MEAL 
ALFALFA MEAL 
DAIRY FEEDS 

HOG FEEDS 

MIXING INGREDIENTS 


Waterloo Mills Co. 


WATERLOO, IOWA 


MORE PROFIT for YOU 


Build Sales and Profits by selling what people need. Farmers 
need Security Food. 


IT SAVES THE MILK TO SELL 


$2.25 worth of Security Food saves $12.00 worth of milk. 


NO OTHER FOOD LIKE IT 


Not like bulky calf meals or old fashioned poorly balanced milk substitutes. 
Security Food is a scientific, concentrated well balanced food. It contains 
vitamins A. B. C. D. E. & G., Cod Liver Oil, Milk, Yeast and Iodine. 
This nutritious, economical food promotes growth, prevents disease and 
builds strong bones and straight backs. THE MODERN FOOD FOR 
YOUNG CALVES AND PIGS. 


Our salesmen will work for you among the farmers, introducing Security 
Food. You'll be surprised and pleased at the success of our plan in building 
sales. We also advertise directly to your customers. 


Write for information about this Modern Food. 


SECURITY FOOD CO. MINNEAPOLIS, MINN. 


All poultry rations should include liberal quantities of DAIRYLEA DRIED — 
SKIM MILK. Also good in all rations for calves, poultry and swine. Carried 
by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOGIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


TRUCK SCALE FOR SALE 
15 ton 9’x20’ platform scale. First class shape. 
Will sacrifice. Write DK-40, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


MIXER FOR SALE 
New one-ton Anderson feed mixer for sale. 
Good reason for selling. Write SPRAGUE’S 
FEED STORE, Oelwein, Ia. 


ATTRITION MILL FOR SALE 
One 20 in. Monarch Ball Bearing Belt Driven 
Attrition Mill for sale. In good condition. Also 
have new Barnard and Leas Sheller and Cleaner 
and quite a bit of other equipment for sale at 
reasonable prices. Write EDWARD C. WALL- 
JASPER, West Point, Ia. 


e HERMAN FROELICH, Glenbeulah, 
Wis., devotes much of his leisure time to 
conservation work in his community. Re- 
cently through his efforts 15 beavers 
were imported from wild life quarters 
and are thriving in the Sheboygan marsh 
which has been flooded by the construc- 
tion of a dam. 


NEW FOLDER 

Calcium Carbonate Co., 43 East Ohio 
street, Chicago, has issued a new folder 
entitled “New Facts on Mixing Iodine 
in Feeds.” It describes the importance of 
iodine in livestock feeding and explains 
how it can be included in feed mixtures 
in the form of iodized calcium carbonate. 
Copies of the folder may be obtained 
free by writing direct to the company. 


GRAIN 
FEED 
DEALERS 


Join your friends 
in the nautical sur- 
roundings of the.. 


CAPE COD INN 


Specializing in Sea Food, Delicacies, Steaks, Chops 


Grain & Stock Exchange ...... Milwaukee 


CONCENTRATE SALESMAN WANTED 

Commercial Feed Manufacturer who has de- 
veloped line of Concentrates for poultry, dairy 
and hog feeds desires services of live-wire ex- 
perienced salesman for Ohio, Michigan, West 
Virginia and Virginia. Salary and expenses. 
Give full details about self in first letter—age, 
experience, etc. Write MK-101, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 
In N. W. Wisconsin. Doing $65,000 yearly, 
no competition. Will accept small payment on 
buildings. Must have at least $3,000 to handle 
deal. Write VH-101, c/o THE FEED BAG, 
Grain & Stock Exchange, Milwaukee, Wis. 


SALESMAN WANTED 
With commercial feed experience to sell estab- 
lished quality line in Wisconsin. One qualified 
for poultry service work preferred. Excellent 
permanent proposition for right man. Write 
WJ-101, c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 


Mixed or straight cars 


MILL FEED ...FLOURS 


815 Chamber of Commerce 
MINNEAPOLIS, MINN. 


BUSINESS FOR SALE 
Feed and grain business located in good 
dairy and barley section in southeastern Wis- 
consin. On track and R. R. right of way. 
Low Taxes. Priced for quick sale. Write 
KE-102, c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


e CORTRIGHT MILLING CO., Hom- 
er, Mich., has opened a wholesale feed 
business. E. Woodbury is manager. 


UNIVERSAL YEAST 


Use it in your mashes to control bowel 

disorders and to keep poultry, hogs, and 

other livestock healthy and thrifty. 
Manufactured by 


RICE LABORATORIES, INC. 
Dassel, Minnesota 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


In A Horry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


anity Fair 
Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, mid- 
dlings, Cannon feed (flour mid- 
dlings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


D-R-U-M-S 


Are you in the market for molasses drums? We 
good, clean, 55-Gallen Drums painted, 
ll. Guaranteed no leakers. ~ re with 
mn and new gaskets. Local or carloa 
We also buy Cod Fish Oil and other 4 etl All 
sizes. Write us for quotations. 


NORTHWESTERN BARREL CO. 


MILWAUKEE, WIS. 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices 


NORTHWEST LINSEED MEAL CO. 
314 Flour Exchange Bldg., Minneapolis, Minn. 


— DEMON = 
ROLLED OATS —— 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 
Des Moines, Iowa 


| » FOR FEED CALL « 


““Stormy’”’ 
IOWA FEED CORP. 


Phone 45177 Des Moines, Iowa 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
CREATORS OF PRINTED 
ADVERTISING That SELLS 
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Iowa Dealers Organized 
In New Association 


(Continued from Page Twenty) 


and grain possessed these licenses. 

Mr. Steenbergh gave a second and long- 
er address to conclude the business ses- 
sions of the convention which is published 
elsewhere in this issue of The Feed Bag. 

Names of the newly elected officers 
and directors of the association were an- 
nounced at the first annual banquet. The 
dealers enjoyed a hearty meal and were 
entertained with a big time vaudeville 
variety show. Mr. Dyer officiated as 
toastmaster. 

With its first annual convention a matter 
of record the officers and directors and 
charter members departed for their 
respective localities determined to keep 
the Independent Feed Dealers of Iowa 
growing and confident that the foundation 
for a most successful organization had 
been securely laid. 


RECORD SALE 

L. J. Kohler, Davenport Elevator Co., 
West Bend, Ia., claims honors for the 
biggest sale made to an individual farmer 
at one time. He recently called on Jens 
Thompson who operates a farm at Rolfe, 
Ia., and obtained an order for a 20-ton 
car of cottonseed meal, one ton of linseed 
meal, one ton of tankage, 40 blocks of 
salt and 20 barrels of semi-solid butter- 
milk. If any dealer can beat this record, 
The Feed Bag would be glad to hear from 
him and publish the facts. 


Winona Attrition 
Mill Co. Minter 


Manufacturers 
Corn Crushers & Crackers 
Attrition Mills 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Cardboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 
SENSATIONAL FEEDER 
GENERAL DISTRIBUTING CO. 
BOX A MEWTON, KANSAS 


Runner Head Rebuilding 


BUSINESS 
with the 
BEST 
CHICK- 


FEEDER 
Eve 


Parts and Repairs 
Speed King Burrs 


For All Makes of Attrition Mills 


ExcLusIVELY GRAIN FUTURES cxctusivety 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


Donahue-Aston Co. 


CORN OATS 
_ MULLIN & DILLON COMPANY | 


MINNEAPOLIS 


Jacobson Ajacs 
Hammertye? Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or 3040 HP. 


Belt or direct 
motor driven. 


Send for our 
new mill 
machinery 
catalog 
FREE 


A.E. Jacobson Machine Works, Inc. 
Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


Pecos Valley Alfalfa Mil 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


The Denver Alfalfa Your inquiry would be appreciated. 


Milling & Products Co. Pecos Valley 
Alfalfa Mill Co. 


Merchants Exchange: 
HOME OFFICE 


ST. LOUIS HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 4, No. 10 


October, 1936 


Milwaukee. Wis. 


WELCOME 


@ THE RIEBS CO. bids the 
Grain & Feed Dealers Na- 
tional Association a hearty 
welcome to Milwaukee and 
extends wishes for a most 
successful convention. The 
latch string at our offices 
will be out for you. Come 
and visit us in Room 608- 
624 in the Grain & Stock 


Exchange Building. 


Published Monthly by The Riebs Co., Milwaukee 
MALTSTERS AND GRAIN MERCHANTS 


Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


“Certainly your action in this 
matter demonstrates the spirit 
of fairness which is of the high- 
est type, but that is in keeping 
with your performance in all 
transactions between us, and 
makes our business relations a 
real pleasure.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


Multiple BRANDED Bags 


Finest Calcium Carbonate Factor for 
FEED MIXES - MINERAL MIXES - 


MARBLEHEAD ''98"' 


In Machine-Sewed 


— WERTHAN 


DAIRY FEEDS. MINED from clean, 
Guaranteed 98.3% 
Calcium Carbonate - 96% through 200 
mesh screen. Safely packed in 100 lb. 
and 50 lb. multiple-wall paper bags, 
machine sewed and BRANDED. 


pure limestone. 


Write for samples and prices. 


PULVERIZED = 
LIMESTONE 


FLED SUPPLEMENT 


Milled Millers 


by 
Marblehead Lime Company = 


MARBLEHEAL MESTONE GI 


Famous Pure Shell- 
Formation Limestone 


You'll like the Nicollet... 


because you have a choice of 600 spacious, 
sunlit rooms with deep luxurious beds, soft 


Try MARBLEHEAD LIME RATION 


prices. 


The surest way to supply calcium for 
heavy egg-shells and strong baby-chick 
bones. High in calcium because of sea- 
shell formation. No waste - no shatter 
dust - hardedges - evenlysized. Packed 
in 100 lb. Osnmaburg ags. Turkey to 
Chick sizes. Write for samples and 


MARBLEHEAD LIME CO. 


160 No. LA SALLE ST. 


CHICAGO, ILL. 


water for bathing; because you'll receive 
thoughtful, convenient service; because you'll 
enjoy the excellent foods served in the beau- 
tiful Minnesota Room and in the smart Coffee 
Shop; because everything possible is done to 


make your stay pleasant. 


MINNEAPOLIS 
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CAN YOU 


Users of Kasco Mashes get real results! They know that 


part of these results can be attributed to Kasco’s sound judg- CLO-TRATE 

ment in using CLO-TRATE'’S concentrated vitamins A and is concen- 

D in their mashes for the past four years. oe 
Add CLO-TRATE to your feeds and help increase your chit 

sales. If you do not happen to be using CLO-TRATE, write ad 

us for full informaticn. vitamin D. 


HEALTH PRODUCTS CORPORATION 


MANUFACTURERS OF COD LIVER OIL CONCENTRATE PRODUCTS 
NEWARK, N. J. CHICAGO, ILL. 


| 
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Merchants who handle “bargain” flours of 
inferior quality are always face to face with 
price cutting competition which they are 
compelled to meet at the expense of their 
profits. 


The outstanding quality of King Midas flour 
attracts and holds a class of trade that price 
cutters cannot tempt from you. King Midas 
flour, therefore, assures you of steady, profit- 


able, repeat business. 


NG MIDAS MILL CO, 


MINNEAPOLIS, MINNESOTA 


KI 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


= 
| THE GOLDEN TOUCH 
254 
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